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HE eagerness with which buyers from all over 
T the country have piled in their orders for imme- 

diate fancy footwear verifies the prediction, 
‘when anticipation was possible, holding off was gen- 
eral because merchants were hopeful of lowering 
prices,” but immediately “‘date of delivery’ was made the 
big factor, the subject of price was forgotten. Not that 
there isn’t price-trading on the new orders, but the 
business goes to the plant which can promise early 
Fall time delivery. 

What is the best time for opening up on boots? The 
stores of the country are in their final clearance days 
and very little business per clerk per day is the result. 
Some merchants hope that September 4 being Satur- 
day prior to Labor Day, will start the normal course 
of seasonable shoe buying. They depend upon some 
of their held-over numbers to satisfy the demand. 
When it comes to new footwear they are hopeful of a 
September 15 arrival of shipments in their stores, but 
know mighty well that the date will be October 1 or 
later. Why. not a national resumption of sensible 
shoe buying—an orderly buyimg and selling without 
the bunching of “last minute” demands. 

We advocate the selection of October 1 as High 
Shoe Day and that a great deal of sales effort, adver- 
tising effort and display effort be expended to make 
that date a national starting day on boots. Every 
indication points to “plenty of money for apparel 
needs.” We can give you example after example of 
the sound prosperity of the American people. We 
can see in the farm reports and in the tonnage of the 
mine; we can see in the North, South, East and West 
abundant proof of “‘much money.” With it all;comes a 
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knowledge that boots will be wanted this Fall, espe- 
cially if the weather is seasonable, for the American 
public has been a little too thrifty in its footwear the 
past year. 

The records of the repair departments show this. 
Conversation with people who have money indicate 
that they, too, have developed a resistance against 
prices, feeling that the American public collectively 
should endeavor to force them down. The change of 
sentiment came this month, however, when it was 
nationally acknowledged that freight rates would be 
no lower, wages no lower and naturally finished goods 
developed by these two great factors could not be 
materially lower. 

The Federal Reserve Board points out a safer 
condition of finance and at the same time acknowl- 
edges responsibility for the checking of business the 
past four months. It comes right out and assumes 
responsibility by saying “it asked the banks to restrict 
the credit of so-called non-essential and speculative 
enterprises and these results have been attained.” 
You can see big corporations now asking the public 
for investment at high rates of interest and the leading 
paragraph of their circulars say “the proceeds of these 
notes will be applied to the reduction of bank loans.”’ 

There has been a sweating out of retail profits and 
most merchants realize that in increased volume of 
sales depends their profitable business next season. 
The people who have been buying a number of pairs of 
shoes per visit to the store have forgotten their habits 
in. that direction. 

Along Fifth Avenue it was not so unusual three to 
five years ago to have a wealthy woman purchase aa 
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entire footwear wardrobe ranging in price from $400 
to $1,000. Today the sale of $1,000 worth of footwear 
in one transaction in a store is practically unheard ol. 
Even $300 to a customer would be talked of for a 
week, where three years ago it was not so very un- 
usual. It was with high glee that one of the fine shoe 
stores in New York told us of the receipt of an order 
from a wealthy lady in Santa Barbara for approxi- 
mately $1,000 worth of fine footwear. She was 
headed for the custom shop until some one told her of 
the colors, patterns and exclusiveness of this New 
York store showing and the result was an order by 
mail to that extent. We have hopes of getting a 
photograph of the purchase prior to shipment to 
stand as verification of this story. It is hopeful indi- 
cation to see the return of demand for fine footwear 
and who can say that this lady’s footwear wardrobe 
is greater than her needs? 

So much of war-time shoemaking thought has been 
directed along the volume line that it was to be feared 
that fine style footwear making was a lost art. Its 
return is heralded in the new colorful boots for Fall. 

Let the industry put the right effort into their show- 
ing at the right time and let that date be approxi- 
mately October 1, and we will experience the thrill of 
having started a season with some vigorous sales 
making instead of straddling along well into the holi- 
day season. 


Treat Him Right 


HE traveling man showing samples this coming 

season is certainly up against a full volume 
of handicaps. We have known him, this general 
Ambassador of the road, radiant with optimism, 
ever willing to suggest and advise, the counsel- 
lor and friend of the merchant, and almost invariably 
we could say, “he gave more than he received.” 
There is many a business today that owes its pros- 
perity to the helpful suggestions of the shoe traveler. 
These things should not be forgotten in a season 
when the high cost of travel bumps the traveler in 
his own pocket-book. 

This week the new railroad rate schedule began. 
It is going to cost the traveling man 20 per cent higher 
than before for regular tickets, Pullman fares will go 
up 50 per cent, excess baggage takes a ferocious in- 
crease. Will it be a case of everything going out and 
nothing coming in? We hope not. 

We should like to have it said that the merchants 
of this country, realizing the position of the traveling 
man, will greet him with friendliness, examine his 
samples, and will give him every possible consideration, 
not merely becausé of brotherly interest, but because 
of the good business practise of keeping the various 
factors in the trade keenly active in your behalf. 
To have the traveling salesman with you, working 
for your best interests the year around, is to get the 





Aug. 28, 1920 


shoes at the best possible delivery date, and in the 
fullness of quality that his constant attention helps 
you to obtain. We all want to see the shoe traveler 
this season do a volume of business. We realize that 
he is going to have a lot of explaining to do on the 
subjects of prices, style and deliveries. He will in all 
probability take orders for deliveries for immediate 
shipment, three months hence, and six months hence. 
We feel that he is going out to you giving you every 
possible advantage. Why not give him the order, 
dated according to your needs, and have therein some 
latitude that will permit a smart style being inserted 
in the proper run of sizes at the right time. The way 
to be prosperous is to keep doing business. Salesmen 
will leave for their territories this week, next week, 
and throughout September. The season is on. We 
are not so sure that it will be a case of the first sales- 
man breaking the ice and the ticklish problems of 
price and style for the follow-up salesman to clinch 
the order, for there is no telling but what there is im- 
mediate business of great urgency so that he who 
comes first may often be the victor. 

You will see the salesman traveling by train and by 
auto, by conveyances modern and antique, but no 
matter how he travels you know that the cost to him 
is exceedingly high. 

He usually is dependent upon his commissions. 
He is a valuable link in the distribution of footwear. 
His value in a season of style in council and in selec- 
tion is such a big factor that we can see no other 
alternative but reciprocity on this subject of orders, 
so let the motto be ““A Square Deal—let good business 
resume.” 


What Is Style? 


TYLE—tThe material, cut, design or model, or 
combination of all, which is deemed to be in 
accord with favored standards or with fashion. 

In the narrow sense, and, we believe, a preferable 
use, the word refers to the pattern or design itself. In 
this latter sense, the “style” of a shoe or a certain 
“shoe style’’ would mean collectively the different 
features of the shoe, such as its material, height, kind 
of tip, ornamentation, last, kind of heel used, etc. We 
believe the distinction should be maintained between 
the two words style and fashion, the latter being pre- 
served for the broader use, and the word style used in 
its narrower and more definite form. The style of any 
article of wear has come to be a very strong element in 
its marketable value. The common trade saying, 
“Style sells the shoe,” is one which needs no trans- 
lating or explaining, but which is apparently too often 
forgotten by shoe merchants. Changes of style are 
dictated primarily by the human desire for change 
in everything. These changes are difficult to predict 
and involve a large element of uncertainty. There is 
probably no one subject connected with modern mer- 
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chandising which requires more careful and continual 
study and observation than the changing humors of 
the public with reference to styles. 

There are three main elements to be considered; 
namely, the manufacturer, the merchant and the 
public. Each one of these has an influence on the 
sum total of prosperity of any fashion. No one of 
them can wholly control any fashion. It is for the 
manufacturer and the merchant to originate, promote, 
and present styles; it is for the public to accept or 
reject. As a general thing, most of the originative 
part of the work rests with the manufacturer and 
most of the promoting, as far as the general public is 
concerned, is done by the merchant, whostands next to 
the public in the scheme of distribution. Much has 
been said about the whims of fashion; but to a close 
observer there is much more of logical sequence and 
consecutiveness in the changes in style than will 
appear to the outsiders. 

There is, however, a frequent manifestation of 
suddenness and unexpectedness which makes the 
study of the development of fashion a study requiring 
eternal application and vigilance. Such application 
is always beneficial. The study of styles is sometimes 
impatiently called guess-work. Nevertheless, the 
man who studies the subject carefully and thoroughly, 
from the best means of information, will do far the 
best guessing. The chances are very largely in his 
favor; and mercantile business of all kinds rests 
largely upon an intelligent application of what the 
serious mathematics call ‘‘the calculus of chances.” 


The Cash Value of Style 


HERE is solid, substantial truth in the saying— 
“There is a style valuation in new merchandise.” 
This is by no means a new principle; but many dealers 
in shoes appear to have ignored it entirely, going upon 
the principle that a shoe is nothing but leather, nails, 
wax, etc. There is a style value in all new commodi- 
ties. There ought to be, because there is a style cost, 
so to speak. New lasts and patterns, new designs, all 
are items of initial expense. It doesn’t matter 
whether it is overcoats or children’s clothing, women’s 
clothing, women’s hats, men’s hats, men’s neckwear 
or any commodity on earth into which the element of 
fashion enters at all, the producing of a new style 
costs something. 

Furthermore, whether it cost anything or not, it is 
worth something in the market; that is to say, people 
are perfectly willing to pay for it. Women will pay, 
say, $30 for hats which they know very well will be 
marked down to $5 or thereabouts at the end of the 
season. They will pay $50 for gowns, the price of 
which they know will be cut in two in a few months 
(and still yield the merchant a profit at that,probably). 
We express in concise, definite terms a great business 
truth, which merchants in all lines of goods have 
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known—‘‘that there is a style valuation in new mer- 
chandise.”” Shoe dealers know it perfectly well; it is 
not new. But the trouble has been that too many 
have ACTED as if they did not know it—have ignored 
it and have therefore failed to get the volume of 
business they should have had. 





Better Training In Selling 


HE manager of a big department store said once 
that “‘he could send an inexperienced substitute 
into almost any department in the store with the 
expectation of his doing better work than he would in 
the shoe department, because of the technical infor- 
mation that the shoe salesman needed.” This is per- 
fectly true. Every shoe salesman does need to know a 
great many things about shoes, technically, besides 
having in him the natural instincts of a salesman. 
There is room in the shoe trade for the young man 
who makes a serious study of the business, and we 
fully believe that more of them are making such a 
study. We know this because they say so and be- 
cause our readers write us repeatedly concerning the 
benefits derived by the entire salesforce from the 
information and the innumerable hints on merchan- 
dising, new, original, successful and tested plans of 
doing business, which appear each week in the 
“‘Recorder.” 


Who Will Win Out? 


FFICIENCY is the yard stick that must measure 

success and the life of the- business. The public 

do not expect something for nothing, but they do ex- 

pect good, honestly-made and honestly-priced mer- 

chandise. War-time excuses and alibis are past 
history. 

It is not so much a question of selling cheaper than 
the other fellow, of constantly cutting the quality to 
meet price, but it is a question of making quality 
the standard and then getting the best possible mer- 
chandise to sell for that price. 

The near future will be the acid test in shoe mer- 
chandising! The progressive, alert and efficient mer- 
chant has little to fear. The time for the plodder and 
the get-by-artist is past—the race will be won by he 
whose methods are sound, tried and have the ring of 
truthfulness. 

Whether that merchant be conducting an inde- 
pendent store with his own name on the door or 
whether he be managing a store bearing the name of 
some big shoe manufacturer, retaining the best meth- 
ods of service, matters little to the general buying 
public. It is a matter of cutting out waste and ex- 
cessive expenditures, rendering the best possible ser- 
vice and dispensing the best possible quality of mer- 
chandise to the buying public in the community. 
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LADIES’ NEWPORT BUTTON. 
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LADIES’ QUEEN ANNE SLIPPER. 


ae 


LADIES’ WALKING SHOE. 


LADIES’ THREE BOW SANDAL. 


LADIES’ EXCELSIOR OXFORD. 
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LADIES’ SIDE LACE. 


LADIES’ NEWPORT TIE. 


<—— 


LADIES’ WINDSOR TIE. 


LADIES’ ROMAN SANDAL. 


LADIES’ CZARINA. 








Reproduced from an Issue of the ““Boot and Shoe Recorder,” Published in 1884 


Old-Time Styles----How Will They Influence 
Those for Spring, 1921 


AY back in 1884, women of this country were 
wearing the cut-out boot. If you find your- 
self unable to believe it, take a look at the 

shoe almost in the center of the shoe group illustrated 
above. 

All of these are reproduced from illustrations 
published in the “Boot and Shoe Recorder” of that 
year. 

It is difficult to conceive of any clearer proof that 
the theory of style cycles is correct. 


And They Had the Sandal 


Take a look at the other styles illustrated—partic- 
ularly at the one in the lower left portion of the group 
—the three-bow sandal. Looks mighty like some of 
the millinery styles now on the market, doesn’t it? 
Of course, its granddaughter, the modern-day strap 
sandal and others of its ilk, differ widely. in last. 
Pattern elements also show the changes wrought by 
time, by change in custom and by change in habits 
of thought among the buying public. 

Lately many a manufacturer has been paying 


visits to his collection of old-time styles in an attempt 
to find something with which to sweeten up his line 
and arouse buying interest among the men and 
women of the country. 

And the manufacturers have succeeded. The latest 
and most authentic of these styles will be featured 
in a special section of the ““Boot and Shoe Recorder’ 
next week dealing with styles for Spring, 1921. 


Our Spring Style Number 


In this Spring style number will be a very com- 
plete presentation, by faithful illustrations and ac- 
curate descriptions, of the predominating style ideas 
for next Spring, represented in the samples which 
manufacturers’ salesmen are now about to take on 
the road. 

Accompanying this authentic data will be special 
articles by experts who realize the extra importance 
of these subjects just at this time to the country’s 
retail shoe merchants, and whose writings will con- 
stitute a safe guide to intelligent buying and success- 
ful local selling and advertising. 
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Three cups offered as prizes in window trimming contest to be held in connection with the N.S. R. A. Milwau- 
kee convention in January. Reading from left to right they are, second prize—first prize—third prize. The 
first prize—of satin finish silver—is 18 inches high, and is mounted on a 6-inch base. 


“Cup. Races” to Be Feature of N.S. R. A. 


Annual. Convention 


VER since Milwaukee was awarded the 1921 
EH; Convention of the National Shoe Retailers’ 

Association A. B. Caspari and his assistants 
have been working overtime to work out plans and 
ideas that would make the Milwaukee Convention go 
down in history as the greatest trade event ever 
recorded. 

A new idea that will be used to create and stimulate 
enthusiasm will be the presentation of beautiful and 
expensive loving cups for the best “market displays” 
in each division, a cup to the most popular traveling 
salesman and three cups, first, second and third 
prizes, to successful competitors in the window trim- 
ming contest, and a cup to the State Association 
having the largest delegation at the convention. 


- Cups Valued at $900 


There are in all eleven cups having a total value of 
approximately $900.00. 
In 1918, at St. Louis, the Milwaukee and St. Louis 


markets vied in community displays. It was a new 
idea, but it gained headway rapidly. Last January, 
at Boston, the two pioneers met in competition 
Haverhill, Lynn and several other markets. No 
prizes were given, but this year some markets will 
carry home a wonderful cup as a trophy. St. Louis 
and Milwaukee will again be in the race but the field 
is widening. Brooklyn, Rochester, Boston, Haverhill, 
Cincinnati, Chicago, and in fact every market in the 
country, will be entered in the big handicap. 


Biggest State Delegation 


One cup is a wonder. $300.00 would be a fair “‘pre- 
war’ price for this beauty. It will land in the ar- 
chives of the State Association, bringing the largest 
delegation to the big meeting. This will be a hot 
race—with a lot of entries. ‘‘Ken” Chisholm will 
drive the Ohio Valley Chariot. Henry Hagemann of 
Cincinnati and Seaton Alexander of Wheeling, West 
Virginia, will be the chief buglers. 
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Tom Scoggins will pilot the car of Texas rangers. 
George Volk and Lee Langston will be the “out 
riders.” 

Charlie Williams of St. Louis is having the Missouri 
chariots all overhauled and repainted. Look out for 
the “Sun Flower” vehicle! Art Springer is some 
driver and the Kansas bunch are always in the front 
rank. “Bill” Brelsford and Otto Fisher will have 
charge of the betting shed. 

If Frank Meyer does not win the cup for Illinois it 
will not be from a lack of enthusiasm. lowa has won 
the reputation of having one of the best Associations 
in the country and Ed. Hartzler, the president of that 
Association, is a favorite in the betting sheds. He 
will bring a big bunch of “horn blowers” from the fa- 
mous corn State—Frank Neebe, Roy Stevens, Bob 
Sturgeon, Milo Slade and others. 

Michigan has the oldest 
State Association — oldest 
chariot is all tightened up, 
not a rattle. Win or lose, 

Jim Willson will win plaud- 
its from the ladies’ gallery. 


May Close Wisconsin 
Stores 

The Wisconsin chariot is 
new, in first-class running 
condition. “Bill’’ Schlaefer 
has demonstrated his ability 
to do things. The slogan 
at the recent convention in 
Madison was, “Don’t trade 
horses in the middle of the 
stream,” and Schlaefer was 
re-elected president. —Ray 
Ripple, the secretary-treas- 
urer, will “grease’’ the Wis- 
consin wagon. Already they 
are discussing the plan of 
closing all the stores in Wis- 
consin for a day in order that both merchants and 
clerks may profit by the big meeting. 

The entries, however, will not all be from the Middle 
West. New York, Pennsylvania and Massachusetts 
will also be in the running. This will be some cup 
race. 

Prize for Displays 

All the other race events will be open to firms and 
individuals. 

Individual manufacturers have usually taken pride 
in arranging their displays in an artistic manner, but 
the only incentive heretofore has been to win the 
plaudits of visitors. At the forthcoming convention 
there will be another and greater incentive—the 
winning of a beautiful silver cup. 

In order to induce the members of each division 


Hammered Silver Cup to Be Awarded to the 
Most Popular Shoe Traveler 
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of the industry to “doll up” their displays, loving cups 
will be given as follows: 

Best display of accessories. 

Best display of women’s shoes. 

Best leather display. 

Best display men’s shoes. 

Best display rubber footwear. 


To Stimulate Interest 


The Milwaukee committee have the feeling that in 
previous conventions too little attention has been 
given to leather, accessories and rubber footwear. 
Each of these is an important factor in retail shoe 
merchandising. They expect, through the added 
incentive of giving a beautiful cup as a trophy for the 
best display in each of these lines, that the exhibitors 
will “pep” up their displays, make more noise about 

them and thus impart to 
visiting merchants some ed- 
ucational ideas that are new, 
worth while and which the 
merchants: can take bdck 
home and use. All this is 
in line with the principle of 
“Better merchandising 
through merchant better- 
ment.” 

A description that will 
portray the beauty of the 
cups is impossible. Every 
one is a wonder—and a tro- 
phy of which any firm 
should be proud. 


Shoe Travelers’ Day 


The first of the big cup 
races to be decided will be 
the contest among the Tra- 
veling Men in the popu- 
larity race. The trophy 
will be a beautiful ham- 
mered Silver Cup, which any shoe traveler should 
be proud to possess. 

Every traveling man calling on retail shoe mer- 
chants regardless of where he travels or what he sells, 
is eligible to. enter in this race. A letter will soon. be 
addressed by the Milwaukee committee to all travel- 
ing men belonging to the N. S. T. A. in which will be 
enclosed an entry blank. Travelers who do not get 
a letter can obtain entry blanks by writing Conven- 
tion Headquarters, Plankinton Arcade, Milwaukee. 

Every person, whether merchant, manufacturer or 
fellow traveler, who registers on the first day of the 
convention will be eligible to vote in the contest. 


Window Trimming Contest 


A race open to the world! No part of the store is 
more important than the show window. Here the 
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prospective customer gets the first impression of the 
establishment. 

Windows are the index by which the passers-by 
judge the contents of the store. No part of the store 
can be made to pay bigger dividends in proportion 
to space occupied. On the contrary no part occupy- 
ing the same amount of space can drive away as many 
prospective customers if poorly lighted and im- 
properly trimmed. 


Value of Show Windows 


Barney Coens, who has charge of Educational-and 
Entertainment features of the convention, is himself 
a merchant and recognizes the value of show windows. 
“The value of show windows,” says Mr. Coens, 
“depends not so much upon the merchandise shown 
as how it is shown. The whole central thought of the 
forthcoming convention will be educational helps to 
visiting merchants. Il am convinced the show win- 
dow trimming contests will be one of the greatest 
and most valuable educational features of the con- 
vention. 

All Entries Welcome 


“The contest is open to the world. Every window 
trimmer has a chance to enter, but trims will be 
confined to shoes, hosiery and accessories. The win- 
dow provided will be 4 feet by 15 feet, which is a 
fair average sized shoe store window. Various plans 


Group of cup prizes offered by men in charge of the National convention at Milwaukee. 
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and systems of lighting will be available and all 
necessary fixtures, draperies, etc., will be furnished. 

“1 wish every merchant in the country would take 
this up with his window trimmer. Have him send 
for entry blanks and designate the kind of trim he will 
put in so we can provide appropriate fixtures, dra- 
peries, backgrounds, etc. 

“This feature will be under the direction of Guy 
Malloy, formerly head window trimmer of Volk 
Brothers, Dallas, Texas, and who made a wonderful 
success of similar affairs at the Texas convention last 
February.” 

Three Prizes Offered - 


This will be another big cup race—three handsome 
cups as trophies. The cup offered as first prize is 
18 inches high, and is mounted on a mahogany base 
6 inches high, making it 24 inches high all in all. 
It is one of the most expensive of the lot of cups. 

The other two cups, while smaller, are elegant and 
of almost equal monetary value. 

Entries in this contest will close December Ist. 
The first entrants will, of course, have the advantage 
of having all necessary fixtures and materials ready 
and not have to work with something scraped up at 
the last moment. Special windows, such as Spring 
opening, Easter, Fourth of July, Thanksgiving, 
Christmas, etc., can be featured if the contestant so 
desires. 


In the front row, reading from left to 


right, they are: Second prize, window trim contest; prize for best display of accessories; prize for most popular shoe traveler; 

prize for best display of women’s shoes; prize for best leather display; prize for best display of men’s shoes; third prize in window 

trim contest; prize for best display of rubber footwear. Top row—reading left to right—prize for largest state delegation; first 
prize, window trim contest; prize for best market display. 
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John H. Hanan, Well-Known Manufacturer, Dead 
Was for Many Years President of the National Boot and Shoe 


Manufacturers’ Association 


New York, August 26 
OHN H. HANAN, president of Hanan & Son, 
J shoe manufacturers, died here yesterday at his 
home, 1073 Fifth Avenue. 
Mr. Hanan was born at Castle Martyre, Lreland, 
July 28, 1849. His early education was obtained in 


THE LATE JOHN H. HANAN 


the public schools of Brooklyn, N. Y. Later his 
studies were pursued under a private tutor. 

When only about twenty years of age, Mr. Hanan 
equipped with sample case set forth to supply the 
Western territory with shoes which his father made in 
a small factory in New York. He knew they were 
making good shoes and did not see why there would 
be any difficulty in building up a trade in the West, 
and in a general way considered his opportunity very 
good. 

First Selling Trip 


The first town he visited was Detroit and the first 
shoe man he called on took a great deal of enthusiasm 


out of him. The other shoe dealers in Detroit about 
succeeded in separating him from the balance of his 
enthusiasm. In fact, he discovered that they knew 
nothing about Hanan, or Hanan’s shoes, and the 
brands they had on their shelves at that time suited 
them all right, and they did not care to experiment 
with Hanan or any other unknown brand. 

It was at the end of this first day that he did his 
first analyzing of a business proposition. He went 
over the entire situation and mentally opened up an 
account with the future of Hanan’s shoes. He 
weighed all the elements that were to add to or sub- 
tract from their future—it was a sort of a ledger 
account—he had in mind an account covering the 
future instead of the past. There were many debits 
and credits, compromising every argument he could 
work out. In the end, he discovered that the thing 
lacking was a reputation, and that business success 
comes from having a reputation. 


Begins Branding Shoes 


As a remedy he decided that every pair of shoes 
that left their factory should be branded with their 
name; not only one, but several times and on various 
parts of the shoe—they should be marked indelibly. 

Since that night in Detroit he had made it a policy 
never to take up an enterprise impulsively; but to 
analyze it as he would analyze a problem in mathe- 
matics; for instance, the business of making shoes, 
which he afterwards succeeded his father in doing, 
was analyzed in this manner. He found that the shoe 
business deals intimately with the human foot, and 
for 25 years made his own models, and followed out 
ramifications to the minutest detail, discovering the 
faults of every shoe he made until he had them per- 
fected. 

After he had established a reputation for his goods 
he discovered that there were possibilities of great 
results in the establishment of retail stores from 
which he could sell his product direct from the factory 
to the consumer. This was the beginning of the chain 
of Hanan stores throughout the country. 


Held Many High Positions 


He was connected with a great many other large 
institutions. He was a director of the United Shoe 
Machinery Co., of Boston, and of several banks and 
other companies. For several years, also, he was 
president of the National Boot and Shoe Manufac- 
turers’ Association. 
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Shoe Fitting in 1920 
““Recorder’’ Lesson No. 16 


The better the fit the better the wear. Price and profit then become a pleasur- 
able acknowledgment of service. 
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New faces at the fitting stool mean a keen interest in 
the first principles of shoe selling. Scarce a store in the 
country but numbers the addition of men whose knowl- 
edge of feet and footwear is limited to the “first hand” 
knacks of getting sales. If by a series of AUTHORITA- 
TIVE ARTICLES we can give more light on “‘the first 
duty of the retail shoe salesman—/fitting human feet’’— 
then we will have started our 1920 educational program 
correctly. Study these types and apply the suggestions 
to your fitting-stool experience. 











The How and Why of Treating Troubled Feet as Solved by 
Experts Who Have Met With Every Form of Foot Trouble 


The Thin Heel—No. 16 


N lesson 16 we are up against another of the 
| troublesome problems that confront the shoe 

fitter, the thin heel, of small bony construction, 
with the tendon Achilles muscles, ligaments and veins 
near the surface. This type of heel easily blisters if 
the shoe is not fitted right, and it is of the greatest 
importance that the lasts be of the straight formed 
variety. 

In addition to the heel being thin, the instep, waist 
and ball are not normal. The former will be low, 
while the ball is of the thin-through-and-“sprawly” 
nature, necessitating a last with a broad tread and 
shallow upper. Lasts vary and have special fitting 
features peculiar to themselves. Therefore, it is of 
special importance that the shoe fitter study the 
different lasts in his stock, observe the fitting features 
of each and be able to make the right selection for 
each case. 

Select the Right Last 


This trying different shoes on a customer “‘to get the 
right last’’ is often responsible for the loss of sales. 
The customer gets peevish and soon tired out and 
quickly arrives at the conclusion that they are up 
against a “fitter” who does not know his business. 
It’s apt to be true. The fitters who really know feet 
and lasts will make the right selection at the start. 


The oxford presents greater difficulties in fitting the 


thin heel than will the high cut shoe, for the reason 
that the quarters are apt to set off at the side if laced 
close together over the instep, allowing the foot to 
shuffle back and forth in the shoe. 


Fit Close Over Instep 


When you come in contact with a thin heel use as 
straight a formed last as you can, and be sure of the 
length. In order to insure absolute comfort be sure 
that the shoe fits close enough over the instep to hold 
the foot in place; that is to prevent its sliding forward 
in the shoe. 

One of the best lasts is a good combination last. 
Manufacturers are making a good range of styles on 
excellent combination lasts, so that every store 
boasts of several styles. Ask the next traveling man 
about his combinations, and you will get some real 
information. 


Easy for the Repair Man 


The following experiment may be successfully 
resorted to—now listen and remember. Take a piece 
of belt leather and shape it to a half innersole, heel 
to ball. From the forward end of this shank piece, 
back abeut half way,. fasten a piece of felt about one 
eighth inch thick; skive the forward end to a feather 
edge, also sides and back. This will make it lie in 
the shoe evenly. From the backward end of the felt 
piece to counter, you will have only the thickness of 





64 BOOT AND SHOE RECORDER 


the belt leather, which, when the weight of the body 
rests on it, will form a little hollow and the heel will 
settle down into the hollow; while forward of the 
breast of the heel there will be a slight rise or hump. 
The object of this hump is two-fold. It acts as a mild 
arch support and at the same time serves to hold the 
foot back in the shoe. It will also overcome the extra 
fullness in lacing, and enable you to get better support 
by close lacing over instep. 


Lacing Up an Oxford 

When you are lacing an oxford over a thin heel and 
low instep foot, draw the lacing, at the eyelet, towards 
the toe—that is, pull forward. This procedure will 
have a tendency to draw the slack leather around the 
quarter close about the ankle and generally help in 
fitting. Remember your tongue pads. Very often 
the low bony instep foot will not allow you to draw 
the laces too tight, so slip in a tongue pad. You know 
when you use heel linings you shorten the inside of 
the shoe just so much. This point is often lost sight 
of by many fitters. Even when their customers com- 
plain of shoes hurting the toes after the oxford has 
had an extra heavy heel lining stuck in, the salesman 
does not always realize the cause. 


A. C. Grover Dies 


Was Vice-President and General Manager of 
Plant Brothers & Company 


Manchester, N. H., Aug. 26—Alfred Crosby 
Grover, formerly a Lynn business man, and in recent 
years of Manchester; N. H., died on Tuesday night 
at his home in the last-named city, after an illness of 
about two weeks. He was Vice-President and General 
Manager of Plant Brothers & Co., shoe manufactur- 
ers, having held these offices since 1916. 

Mr. Grover, who was 41 years of age, was born in 
Lynn and was educated at the Lynn Classical High 
School and then, at the age of 18 years, he began his 
business career in the manufacturing of shoes, fol- 
lowing his father, James J. Grover, founder of the 
present firm of J. J. Grover’s Sons, in Lynn. 

Alfred C. Grover, as a young man, became asso- 
ciated with the Thomas G. Plant Co. and had an 
active part in building up the trade and popularity of 
the “Queen Quality” and “Dorothy Dodd”’ lines of 


footwear for women. At the age of 23 he was made . 


purchasing agent for the Plant factories and four 
years later became a director of the company. He 
served for several years as president of the New Eng- 
land Purchasing Agents’ Association, and in 1906 
and the intervening years up to 1909 he lectured at 
Boston University ‘on the efficiency and broad 
science of the profession of purchasing for large 
corporations. 

He was in 1912 and 1913 a partner in a shoe manu- 
facturing business in Lynn, and later went to Man- 
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chester, N. H., as Vice President and General Mana- 
ger of Plant Bros. & Co. 

During the recent war this firm manufactured war 
equipment in seven factories, the efficiency of which 
merited a citation from the War Department. This 
success was due in a large measure to Mr. Grover’s 
personal oversight, which had a resultant effect on 
his health, so that he never fully recovered from the 
strain of the war work and responsibilities. 

In. 1899 Mr. Grover married Miss Ethel L. Peter- 
son of New Bedford, daughter of Dr. and Mrs. C. A. 
B. Peterson. He is survived by his wife, four sons 
and a daughter. He leaves also three brothers, J. H. 


THE LATE A. C. GROVER 


Grover, L. V. Grover and H. F. Grover, all of Lynn, 
as well as a sister, Mrs. Louie G. Amick of Brookline. 
Mr. Grover was a member in Boston of the Algon- 
quin Club and Boston Shoe Trades’ Club, and the 
Intervale Country Club in his home city, Manchester, 
where he was active in his membership in Grace 
Episcopal Church. 


Find Boots 400 Years Old 


Four-hundred-year-old boots with the stitches 
rotted, but the leather in an excellent state of preser- 
vation, have been found during recent excavations in 
London. ; 

They were twelve feet.underground in very moist 
soil, and this preserved the leather. So pliable was the 
material that the workmen, until they were ordered to 
stop, took pieces home for repairing purposes. 

The age of the boots was established chiefly by other 
articles found beside them. There were several pairs 
—all men’s boots, with the exception of one pair, for 
children; they had no heels; in general appearance, 
they resembled very closely the type of English boot. 
made today. 
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Winners of Vode Kid Contest Are Announced 


Brockton, Rochester and Columbus Men Turn In Best Answers to 
Question---“What Advantages Do You See In Kid Shoes?’’ 


Boston, August 24. 

T last the “terrible suspense,” as they say in 
the drama, is over. After months of careful 
consideration, Messrs. W. G. Dennison, T. F. 

Anderson and A. L. Evans, the judges in the Standard 
Kid Manufacturing Com- 
pany’s $2,500 prize con- 
test, have made their 
decisions. They announce 
that the best answers to 
the question, ““What ad- 
vantages do you sée in 
kid shoes and how can we 
help you to sell more of 
them?” were submitted 
by the following: 

First prize, $500, 
“Larry” Cross, Pels Com- 
pany, Limited, Brockton; 2d prize, $300, George E. 
Horst, John Kelly, Inc., Rochester; 3d prize, $200, 
Donald T. Bass, The John Fenton Shoe 
Mfg. Co., Columbus, Ohio. Thirty 
prizes of $50 each to: 


“LARRY” CROSS 


Winners of $50 Prizes 


Wesley A. Ramsdell, Hazen B. Good- 
rich & Co., Haverhill, Mass. 

Gene J. Murphy, The Menihan Com- 
pany, Rochester, N. Y. 

J. R. Clauser, Wright & Peters Com- 
pany, Rochester, N. Y. 

Walter J. Galvin, Welsch & Battey, 
Boston, Mass. 

H. L. Ware, Chicago, II. 

A. B. Crowe, Johnson, Stephens & Shinkle Shoe 
Co., St. Louis, Mo. 

Geo. A. Sherwood, Joseph M. Herman Shoe Co., 
Boston, Mass. 

Frank R. Delafield, Getty & Scott, Ltd., Galt, 
Canada. 

Ernest L. Leverone, J. J. Grover’s Sons Co., Lynn, 
Mass. 

James T. Baker, Wichert Shoe, Brooklyn, N. Y. 

H. H. Bercher, Lewis A. Crossett Co., No. Abing- 
ton, Mass. 

Joe Quinn, The Selby Shoe Co., Portsmouth, Ohio. 

W. L. Avrett, Rice-O’Connor Shoe Co., Augusta, 
Georgia. 

Lester B. Rapp, Utz & Dunn Co., Rochester, N. Y. 

S. K. Lemley, Norvell-Chambers Shoe Co., Hunt- 
ington, W. Va. 


GEORGE E. HORST 
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H. C. Bode, Bode-Larson Shoe Co., Inc., Keokuk, 
Iowa. 

John E. O’Brien, The Commonwealth Shoe & 
Leather Co., Boston, Mass. 

George W. Hammons, The Atlas Shoe Co., Boston, 
Mass. 

George L. Beatty, Moore-Shafer Shoe Mfg. Co., 
Brockport, N. Y. 

Max S. Ellenstein, The Holters Company, Cin- 
cinnati, Ohio. 

J. A. King, The Elbinger Shoe Mfg. Co., Cincin- 
nati, Ohio. 

Lewis K. Urquhart, J. J. Grover’s Sons Co., 
Lynn, Mass. 

Jack Leichter, Duane Rubber Co., Inc., New York, 
N. Y. 

James G. Renahan, Nathaniel Fisher & Co., New 
York, N. Y. 

H. Meyer, Geo. F. Dittmann Boot & Shoe Co., 
St. Louis, Mo. 

Arthur K. Spaulding, Parker, Holmes 
& Co., Boston, Mass. 

J. W. McGee, Boyd-Welsh Shoe Co., 
St. Louis, Mo. 

V. F. Loughlin, Thos. H. Logan Co., 
Hudson, Mass. 

Edgar C. Davidson, Arthur A. Wil- 
liams, Shoe Co., Holliston, Mass. 

James J. Harris, L. Higgins & Co., 
Moncton, N. B. 

Shoe travelers seem to be extremely 
well informed on the advantages of kid. 
All agreed that it was the leather for 
stylish shoes. Here is how one prize-winner ex- 
pressed it: 


Texture, Luster, Finish 


“Kid shoes are stylish. 
Could anyone picture 
footwear more beautiful 
than that which is made 
of kid? Beautiful tex- 
ture, glossy luster, lux- 
urious finish, all lend 
trimness of appearance 
to the foot and style to 
the dress of the wearer. 
And in addition to this, kid shoes take and retain 
a wonderful polish.” 

Another declared that ‘“The wearer chooses kid 


DONALD T. BASS 
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shoes because of their superior style; because only 
in kid shoes can she get delicate colors that clean 
easily; because her ankle looks most trim in kid 
toppings; and she can wear a closer fit with ease.” 
Speaking of kid shoes for men, one contestant 
wrote that he was “‘carrying this season a sample of 
a button shoe with brown kid vamp and gray kid 
top which is pronounced by everyone who has seen 
it, in and out of the trade, my smartest and most 
aristocratic number and can be worn with good 
taste in all parts of the country;” while another 
pointed out the close relation between shoe and 
garment styles for women, saying, “Current fashions 
accentuate the necessity for a well-shod foot and 
the most conservative skirt length will not serve as 
a mask for unsightly or ill-fitting footwear. Further- 
more, a beautifully finished kidskin lends itself 
admirably to the dictates of fashion and is peculiarly 
adaptable to the manufacture of stylish shoes.” 


Flexibility and Style 
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suitable for the manufacture of shoes and therefore 
requires no breaking in. Kid shoes have that soft 
glove-like feeling from the first time they are tried 
on, which makes them irresistible to the cus- 
tomer.” 

“Fitting the feet has grown into a science.”’ This 
was the way one traveler introduced the subject of 
fitting quality. “‘No retail shoe salesman,” he con- 
tinues, ‘‘is efficient unless accomplished in this phase 
of the business. Kid shoes make it easy for him to 
be truly scientific. No other shoes so snugly fit the 
foot and ankle and at the same time ‘give’ so natu- 
rally to the walking movements. From the stand- 
point of the customer the ‘feel’ of kid shoes correctly 
fitted, corresponding and adjusted to the form, is a 
constant source of satisfaction.” The three follow- 
ing paragraphs, enlarging on the excellent fitting 
qualities of kid shoes, were taken from other 


apers. 
seis The Fitting Qualities 


of Kid 





The following para- 
graph went into the rea- 
sons on which the con- 
clusions shown by the 
above excerpts are based: 

“Concerning style, the 
flexibility of kid leather 
allows it to be ‘pulled 
over’ extreme lasts with- 
out weakening the body 
of the leather; and it 
can be colored more 
easily and more _thor- 
oughly than heavier 





Of Value to the Merchant 


For the benefit of the retail shoe merchants of 
the country we have purposely devoted consider- 
able space in this article to the various answers 
received by the Standard Kid Company to the 
question: ““What Advantages Do You See in 
Kid Shoes?”’ because these answers give a num- 
ber of valuable talking points which can be used 
in selling shoes of kid leather. We recommend 
that you read the article carefully and make 
mental or written notes of the various points 
made by the contestants. 


“The retailer can save 
time by selling kid shoes 
because of their better 
fitting qualities and the 
comfort when the foot 
slips into the shoe. The 
customer’s mind is satis- 
fied quickly and he does 
not try on as many dif- 
ferent shoes, nor talk as 
much.” 

“Any kind of shoe if 
fitted with ordinary care 
looks neat on the foot 








leathers. The smooth 
surface shows off these 
colors better. Stylish covered heels retain their 
beauty of design when covered with close fitting 
leather and here again kid wins on account of its 
light weight and flexibility. Where a dainty light 
turned pump is desired, a kid leather pump is less 
bulky at the sole fastening. The graceful lines of 
stylish lasts and patterns are retained because of the 
lightness, smooth finish, flexibility and outstanding 
character of kid.” 

Of course, no paper failed to mention “comfort” 
as one of the attributes of kid shoes, but from all the 
paragraphs alluding to it, one expresses the idea so 
eloquently that we repeat it here: 


An Old Saying Revised 


“You have all heard that old saying, ‘as comfort- 
able as an old shoe,’ Today we might change that 
old adage around a bit and say, ‘as comfortable as a 
kid shoe.’ And why are they comfortable? Because 
kid shoes are made from leather that is lighter, softer 
and more pliable than any other known material 


when viewed from above 
or in front of the wearer, 
but there is nothing to compare with kid for fitting 
perfectly around and over the ankle bone and up 
the back of the lower leg.”’ 

“In fitting the shoe, one cannot fail to observe 
how the upper molds itself gracefully to conform with 
the ball, instep and ankle measurements. As the 
lacing continues, it is almost as though one were 
drawing on a fine French kid glove. Ever resilient 
and pliable, the kid hugs the ankle—no ugly wrinkles 
to constitute an eyesore, no undue strain at any given 
point to cause actual discomfort. Observe it not 
only in front, but also from the rear—as smooth as 
when it left the ironer’s hands.” 


The Durability of Kid 


Any salesman who anticipates being met with the 
objection that kid shoes will not give long service, 
need only fortify himself with the testimony which 
follows, quoted from the papers of four prize 
winners. 

These statements of fact will enable him to easily 
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persuade the hesitant buyer that no leather will give 
greater service than kid. 

“Why are kid shoes economical? Because of their 
long wearing qualities. Kid leather being strong 
and flexible causes the shoes to hold their shape and 
good appearance after months of long, comfortable 
wear. Scientific tests have proven beyond doubt 
that kid is the strongest upper leather used in the 
manufacture of shoes. How contrary this is to 
public belief!—which seems to be that strength and 
durability are concealed in hard and heavy leathers.” 


Stains Easily Removed 


“Service gets more thought after the shoe has 
been worn a while than when the shoe is first bought, 
and this is where kid shows up to advantage. The 
compact texture greatly increases the service and there 
is less chance of ‘pulling away’ at the stitchings or 
eyelets. Its smooth surface will not buff off as readily 
as rougher finished leather. On account of less acid 
fats in tanning kid, a stain will not saturate the 
leather, but rather will stay on the surface where it 
can be easier removed. Also, the original luster of 
the leather can be retained and brought back on a 
kid shoe easier and with less energy and expense. 
Perspiration eats through the loose fiber of calfskin 
by attacking the individual fibers; in kid it has to 
combat the compact united fibers. Therefore, kid 
will not rot from this cause as quickly as other 
leathers.” 

“Given a fair chance such shoes will outwear any 
other material because the fine grain of the leather 
permits a continued flexibility, resulting in the 
absorption of stresses and strains, rather than a stiff- 
backed resistance to them—hence the velvety feeling 
of a worn kid shoe as compared with the abraded 
rough surface of a calf or similar shoe. The ability 
to meet this wear and tear and to combat it success- 
fully means greater longevity with resultant saving 
to the consumer.”’ 

“In former times when a dealer sought a shoe for 
hard wear, we promptly showed him a sample of 
heavy leather, one of the calf, veal or cowhide family, 
made up in one form or another. Today we recom- 
mend for downright service, kid shoes, because they 
are less brittle, less liable to crack or rip. Of course, 
these are made out of heavy skins of large spread, 
seven or eight feet; what we may term “Tampico’ 
or Mexican kid. 


Hygienic Excellence 


“These shoes carry 12 iron outsoles, the heaviest 
obtainable, and even two full soles through to the 
heel and viscolized bottoms and we know from our 
own personal knowledge and experience that for 
severe usage, these give more satisfaction than any 
other kind of leather and at the same time are easy 
on the feet.” 
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On the ground of hygienic excellence, kid shoes 
scored heavily. There were so many interesting 
opinions on this point that there is no room for all 
of them in this article. We can only quote a few; 
here they are: 

“The physician prescribes shoes made of kid be- 
cause he knows that its porosity helps to reduce per- 
spiration and makes a healthy skin; its softness 
encourages healing and its firmness gives the neces- 
sary support. He knows that the increased efficiency 
of the modern foot is due as much to the growing 
popularity of kid leather as to any other cause.” 


Make Healthier Feet 


“The lightness in weight and the consequently 
shortened pore chambers in kid admit the air more 
freely, thereby enabling the feet to breathe and to be 
more healthy, as well as cooler and more comfortable.” 

“As kid the more readily adapts itself to the shape 
of the foot than any other leather, it stands to reason 
that corns, bunions and other foot trouble, occasioned 
by the friction of. the foot against unyielding leather, 
are less apt to be suffered.” 

“The porosity of kid further aids its orthopedic, 
hygienic and generally substantial qualities, because 
of the ventilation it affords the foot. Foot perspira- 
tion in heavy, nonporous shoes not only causes tired, 
swollen, aching feet, according to all shoe and leather 
authorities, but it also stiffens and cracks ordinary 
leather, and is responsible, in the greater number of 
cases, for the vamp pulling away from the welt. 
This, however, is not true of kid, which is only slightly 
affected by the action of moisture.” 


In the Race for U. S. Senatorship 


As announced in last week’s 
“Recorder,” W. A. Julian, 
president of the Julian & 
Kokenge Company, Cincin- 
nati, has won the Democratic 
nomination for U. S. Senator. 
His opponent was Judge A. F. 
O’Neil of Akron, whom he de- 
feated five toone. Mr. Julian’s 
opponent in the Senatorial 
contest is Walter F. Brown, 
the Republican nominee. 











A Summer Resort Service 

A leading Boston retail shoe store maintains a 
branch at Magnolia, in the heart of the wealthy Sum- 
mer residence section of the North Shore district. It 
makes a specialty of keeping in condition the shoes of 
the Summer residents. It calls for and delivers 
shoes. It mends them, or shines them, as circum- 
stances may require. 
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Open Discussion to Be Feature of Michigan 
Convention Program 


Kalamazoo, Mich., August 25 

N THEN the Michigan shoe merchants meet for 

the annual convention of their association 

at Kalamazoo, September 7, 8 and 9, they 
will observe the plan of many state associations of 
having a long series of set speeches. While there will 
be some short addresses by well known speakers, the 
major portion of the time of each session will be 
devoted to “Shoe School” discussion. 

The merchants will bring their problems with them. 
The topic will be presented in a brief way by a “floor 
leader” selected in advance, and then will follow a 
free, open house discussion of the topic. 

High class talent has been engaged to provide the 
entertainment features of the annual meeting. 

Michigan merchants were the first to recognize the 
need of a state association, having formed the first 
state association in the country. 

The meetings have always been profitable but this 
year it is the intention of President J. E. Wilson of 
Detroit to outdo all meetings in putting into the pro- 
gram the real meat that merchants need in the present 
condition of merchandising and to provide enough 
wholesome entertainment to make the meeting enjoy- 
able in a social way. 

The following letter has been sent out by the Presi- 
dent, J. E. Wilson: 


On to Kalamazoo, Michigan 
That’s Me—And I Want to Meet You There Mon- 
day Night If Possible, September 6th, 1920, for Tues- 


day, Wednesday and Thursday. 
It’s Important—Why? Because I want to talk over 


our plans for Fall business, Spring buying, Advertising 
Service, etc. 

It’s Important—Why? Because those Kalamazoo 
Boys are and have been as Busy as a Bee and believe 
me, there is some Buzzing going on, but nobody will 
get Stung. 

The convention is going to be a Hummer in every 
particular. Why? Because your officers and the Kal- 
amazoo Bunch say so—and take a tip from Me for I 
Know. The Chamber of Commerce, the Merchants’ 
Association, and last, but not least, The Kalamazoo 
Retail Shoe Association, all combined have the Stage 
All Set for the Best convention ever. 

A chair has been Reserved with Your Name On It 
and also a tack in the seat of it, and so arranged that 
it can be worked at will by the Chairman of the Meet- 
ing, so as to be able to Remind You that you are to 
Start Something. 

Are You On? Yours on call, 

J. E. WILSON, President. 





Few Surplus Army Shoes Left 

Washington, D. C., Aug. 24—Approximately 
200,000 pairs of shoes comprise the total remaining 
Army surplus of new stock, according to Capt. G. C. 
Bosson, of the quartermaster corps, and it is antici- 
pated this amount will be disposed of within a short 
time. The remaining new material consists of specifi- 
cations 1324 and 1351, and will be sold at fixed prices, 
according to Clothing and Equipage list No. 9. The 
stocks are located at Boston, New York and St. 
Louis, and application may be made at any of the 
quartermaster depots. 





Park American Hotel, Kalamazoo 





Hotel Burdick, Kalamazoo 
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The Slimmest Shoe Repair Shop in the U. S. 


It Is Run by 70-Year-Old Lynn Man Who Doesn’t Care a 
Darn About Store Records or System 


shop in the country. It’s on Oxford Street, 
Lynn. Luckily he is a slim man. Otherwise, 
he couldn’t work in it. He has to use an extra slim 
bench. He has to go outdoors to stretch himself. 
He has kept this shoe repair shop for 22 years, and 
has earned a house and home from it, also a horse and 
plenty of oats for the horse. 
For automobiles he has no 
use. 
Custom shoe repairing is 
his specialty. One Lynn 
shoe manufacturer used to 
send him postal cards, like 
this: 


Ee J. STACKPOLE has the slimmest shoe repair 


A Real Shoe Doctor 


“Dear Doctor—I’ve a 
patient that needs your at- 
tention. Will you please 
call at my office at 10 o’clock 
tomorrow morning?” 

Fine hand work he does. 
For instance, he will pull 
the old threads from the 
welt, and sew right through 
the old holes, to attach the 
new sole. When the sole is 
sewed on like that, the welt 
will last many a_ season. 
Also, he makes a specialty 
of sewing fine welt shoes, _ 
such as dainty women’s 
welt shoes, without strain- 
ing. the inseam. 

The art and mystery of 
shoemaking is an open book 
to him. He started to sew 
shoes when he was 13. 
That was in 1863. He has 
been in the business ever 
since. And he is now 70, 
hale, hearty and happy. 


Once He Used to Sell 


He used to sell supplies to shoe shops. Traveling 
broke down his health, as it did the health of many a 
traveling man before transportation became more 
comfortable. So he gave up the road, and settled 
down in his little shoe shop in the heart of Lynn, a 


T. J. STACKPOLE 
Photographed in Front of His Repair Shop in Lynn, Mass. $1,280. 
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little addition beneath the exterior stairway of a brick 
block. He can sit at his bench and touch both side 
walls of his shop, or reach any shoe, last or tool in his 
shop. 

System he has none. He keeps no books. All his 
business is on a cash basis. He does everything that 
is to be done in his shop, and he does a bit of trading 

on the outside. 
Many a rule of business 
gets what Goliath got from 
David in his tiny shop. 
“It’s the workmanship 
that counts,”’ says he. 





Tanning Extracts 
Exported 


Washington, D. C., Au- 
gust 24—There was $343,913 
worth of tanning extracts 
exported from the United 
States during June, accord- 
ing to figures which have 
just been made public by 
the Department of Com- 
merce. The extract went to 
the following countries: 
Belgium, $25,430; France, 
$10,598; Germany, $18; 
Norway, $541; Spain, $223: 
Turkey in Europe, $22,000; 
England, $19,208; Canada, 
$217,913; Honduras, $180; 
Salvador, $994; Mexico, 
$1,249; Cuba, $6,924; Dutch 
West Indies, $34; Argen- 
tina, $2,297; Brazil, $3,036; 
Chile, $2,369; Colombia, 
$803; Ecuador, $22; Peru, 
$115; Venezuela, $150; 
China, $47; British India, 
$2,926; Hongkong, $75; 
Japan, $305; Australia, $24,- 
176; British South Africa, 





Lynn, Mass., Aug. 24—Some Lynn manufacturers 
are going to try out henna calf leather, a new product 
of calfskin tanners. Henna is really a very old color, 
for it was used in ancient Egypt. However, it may 
become the mode of 1921. 
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Uses Personal Letters to Sell Satisfaction 


G. R. Van Meter of Cincinnati Gets Customer Interest by Carefully Worded 
Direet Advertising 


Cincinnati, August 24. 
. R. VAN METER, operating “Van’s Shoe 
(5 Store’ at 514 Vine Street, is a strong believer 
in the idea of keeping in close touch with each 
and every one of his customers. He goes on the 
theory that he, as the shoe merchant, has not given 
the man who buys a pair of shoes of him full value 
for his money until such time as that man has 
gotten a satisfactory amount of wear from the shoes. 


Mr. Van Meter makes a practice 
of taking the name and address 
of every man who purchases a pair 
of shoes. He not only does this 
but he also puts on his duplicate 
sales slips the style number, 
whether a high or low shoe, and 
the price. 


Letter Pulls Results 


At the beginning of each season 
he sends each of his customers a 
personal letter. In this letter he 
inquires as to how well that last 
pair of shoes were, and, if anything 
has been wrong with them, to 
“play fair” and give him a chance 
to make good. 

This letter has met with surpris- 
ing results. Many of them brought 
forth personal letters stating that 
the shoes had been satisfactory, 
and more of them were returned 
with pencil notations on them saying that the shoes 
were O. K., and that they would be in to see him. 
And of course, there were others who “played fair” 
and came back for adjustments. These were willingly 
made. 

Mr. Van Meter says in discussing the question of 
adjustments: “I would rather have one satisfied cus- 
tomer than ten half-way satisfied customers. The 
average man is backward in complaining over some 
defect in a pair of shoes. He will simply go somewhere 
else the next time he buys. So if I can get them to 
tell me their complaints I am only too glad to send 
them away satisfied; for they will not forget it.” 

Besides this letter he sends out at the first of each 
season, he writes another letter, which has the same 
purport, to every customer after they have had their 
shoes just ten days. The second letter serves best 
to maintain that contact which Mr. Van Meter be- 
lieves is the backbone principle in the merchandising 


G. R. VAN METER 
Cincinnati Shoe Merchant 


of men’s shoes at retail, especially in a highly compet- 
itive center. Van’s Shoe Store is in a block where 
there are five others carrying men’s lines. 

The letter sent out at the beginning of the season 
reads as follows: 


“Do We Owe You Anything”’ 


Dear Sir: 

Do we owe you anything? Trading with men 
we find that about the only 
time we lose a customer is when 
something goes wrong, and in- 
stead of telling us about it they 
whisper a few “choice words” to 
themselves and proceed to buy 
shoes elsewhere. 

If the high shoes we sold you 
last season have not proven 100 
per cent right, we do owe you 
something and we want you to 
“play fair” in giving us a chance to 
make good. 

It’s good business for us to keep 
our customers in mind and to try 
and sell you all your shoes, instead 
of a pair now and then. So far we 
haven’t sold you any low shoes for 
this Summer. The season has been 
a bit backward, but now is the time 
to buy low shoes and we would like 
you to come in while our stocks 
are complete. 

It may be hotter tomorrow. 

VAN METER’S BOSTONIAN SHOE CO. 

The other letter, sent out ten days after a purchase 
has been made, reads: 


“The Shoes We Recently Sold You”’ 


Dear Sir: 

Trading with men, we find that about the only time 
we lose a customer is when something goes wrong and 
instead of telling us about it they whisper a few 
“choice words” and proceed to buy shoes elsewhere. 

If the shoes we recently sold you do not prove 100 
per cent right, we owe you something and will thank 
you for a chance to make good. 

It’s good business to always have our customers 
think of this store as “‘the place to buy shoes” and as 
the store in which they like to trade. 

“Good Service is a Habit With Us.” 

VAN METER’S BOSTONIAN SHOE CO. 
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Al the left is a 
shoemaker in the new- 
ly created Republic 
of Georgia on the 
Black Sea. Below is 
illustrated a busy day 
in a Japanese shoe 
factory. 
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The Formative Arts of Style Making 








brogues. 





Heavy Winter Oxfords 
Style Trend No. 15 


Black is coming into the brogues 
and oiled grains and novelty grains 
with a little more perforating, 
punching and edging. Outdoor life 
being on the increase, these styles 
are in year-round demand. The 
shades of tan continue dark in 


Makers’ names on request. 

















Spread Your Call for Leathers 


So That No One Type Will Be Stimulated Unduly in Price by Undue Demand 
and No One Leather Unduly Depressed by Lack of Legitimate Demand 


By LAIRD H. SIMONS, Philadelphia 
Before the Convention of the Retail Shoe Dealers of New York State, Syracuse, N. Y. 


YEAR ago I had the pleasure of addressing this 
A Convention. At that time the shoe retail, shoe 
manufacturing and tanning trades were enjoy- 
ing probably the most prosperous times that they had 
ever known. The best grades of Black Glazed Kid 
were selling at $1.00 to $1.10 per foot, and the demand 
far exceeded the ability of tanners to supply. Shoe 
manufacturers were producing all the shoes that 
their limited supply of labor could produce—ap- 
proximately eighty per cent of their maximum 
capacity. Retailers were enjoying a wonderful de- 
mand for shoes, for at last shoes appeared to have 
come into their own as a style factor instead of being 
merely a foot-covering; in fact, the stylishness of a 
lady’s costume was determined more by her shoes 
rather than by any other article of wearing apparel, a 
most desirable position to be in, and one which was 
attained through’ the co-operation of Tanners, Shoe 
Manufacturers and Retailers. Has it been irre- 
vocably lost? Or is it merely impaired? Can it be 
re-established? 
A few years hence, should a student of the shoe and 


leather industry attempt to prepare a true history o 
the war period and the readjustment years following 
doubtless this past year will afford one of its most 
interesting and instructive chapters. 


The Speculation Period in Leather 


You will recall the warning issued a year ago, that 
unless the buying of kid leathers was done legiti- 
mately—not speculatively—and unless other leathers 
were used in due proportion, kid leathers would be 
driven to a price that would doubtless lead to reaction 
as soon as the normal and accumulated supplies of raw 
material could be secured and put into leather. In 
spite of these warnings, the scramble for supplies went 
merrily forward, until in February Black Glazed Kid 
was driven to a level of $1.45 per foot for the best 
grade. 

Grumblings of discontent came from the 
public in the early Fall, and bombardments on the 
prices of shoes filled the’ newspapers in increasing 
volume until the early Spring; charges of profiteerin: 
in the trade were the outstanding features. A 
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scramble for substitutes for kid leathers that would 
produce a shoe that could be sold at the previous 
season’s price-level took place, and vast. quantities of 
shoes made of side leather, horsehide, and even sheep- 
skins, were produced and have been offered to the 
general public who had previously bought, and 
legitimately expected to receive, glazed kid and calf- 
skins. Intrinsic values, quality and style were sacri- 
iced upon the altar of price. 


Six Months of Liquidation 


With the tightening of banking credits at the 
veginning of the. year, apparently the retail trade 
pecame alarmed and purchasing very materially 
-lackened. The long, wet, unseasonable Spring, 
‘oupled with the opposition as schooled by the news- 
yapers, crystallized into resistance by the buying 
public and left much of the Spring stock unsold on the 
retailers’ hands. And then followed the discreditable 
panic that found expression in returns of vast num- 
bers of shoes, legitimately made, legitimately priced 
and legitimately purchased, rejected and thrown back 
into the hands of the shoe manufacturers, and this 
at a time when money was ruling at higher levels than 
it had since Civil War times. These returns furnished 
the supply of shoes that has been dumped on the 
market by department stores and others at prices that 
did not, in many instances, cover the leather cost of 
the shoes, and has produced in the minds of the public 
(and, I fear, in the minds of some of the retailers) the 
impression that the charge of profiteering has been 
justified and proven beyond a doubt. 


In Tribute to Industrial Honesty 


Here let me pause and pay tribute to the honesty 
and high business honor of the large majority of the 
shoe manufacturing industry. They believed that 
the demand for the Spring and Fall season of 1920 
would be a repetition of that of the Spring and Fall of 
1919, and as they must own the leather to insure 
supplies for their customers they made contracts 
with tanners at the market prices ruling, which 
market prices, by reason of the demand, were con- 
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tinually moving upward. The vast bulk of the leather 
covered by these contracts has béen taken in by these 
shoe manufacturers without question or quibble, and 
stands out to their honor and integrity in sharp 
contrast to the small percentage of those who have 
simply “laid down’”’ on their responsibilities. 

To what an extent this buying ahead was done can 
probably be better realized by my stating to you that 
in spite of the fact that my firm has booked practically 
no new orders since the middle of February, we have 
delivered more dozens and more ‘dollars’ worth of 
Black Glazed Kid from January 1, 1920, to June 30, 
1920, than was delivered in the same months of 1919 
or 1918, and we are still delivering goods on old con- 
tracts. 

The ‘‘Price-Level’’ Tie-Ups 


So much for the past. What of the present and of 
the future? Shoe manufacturers say the retailers are 
not buying, not knowing what the price-level is to be; 
tanners say the shoe manufacturers are not buying 
leather, not knowing what the price-level is to be; 
tanners are not buying raw skins, not knowing what 
the price-level is to be. The retail merchants and the 
shoe manufacturers generally believe that the tanners 
have large supplies of finished leather on hand. 


What Tanners Are Doing 


What are the facts? Undoubtedly they have large 
inventories as far as dollars are concerned, for they 
have leather manufactured from the highest priced 
raw material ever known. But in actual supply of 
dozens and feet my own concern holds, as of July 
first, slightly less than two and a half months’ normal 
selling, in spite of the fact that until July first we 
were finishing leather at our maximum capacity. The 
factories generally have curtailed soaking in ap- 
proximately 50 per cent, if not more, and so the pro- 
duction from July on will be considerably smaller. 

Prices have receded, more on some sizes and 
grades and less on others, according to the supply 
of the size and weight. My own belief of the 
market is that it rules today at about three 














Group Photo Taken at Augusta Convention of Georgia Merchants 























Michigan State Armory in Kalamazoo in Which Shoes Will Be Exhibited During the Michigan Convention, 
September 7, 8 and 9 








times normal, as against February quotations 
of from four to five times normal. The supplies 
of raw stock owned by tanners are very con- 
siderably below normal. The supplies of goods 
in process are less than half of normal. Supplies 
of finished leather, while above normal, do not 
exceed in the aggregate twice the normal stocks 
of pre-war days in dozens and feet, much as they 
do in dollars and cents. 

What is the readjustment to be? Are we to have 
a repetition of 1917? In that year, owing to the 
English restrictions against imports, the American 
retail and shoe manufacturing industries ceased 
buying in February, just as they did in 1920. Then, 
too, tanners were committed to large purchases of 
raw material, and leather stocks became heavy. In 
May, June, July and August prices tended down- 
ward. 

Cuts as great as 40 per cent were made on the prices 
ruling in February, but the Americans did not buy. 
But in August the British Government stepped into 
the market and cleared all available supplies of 
finished leather and prices started the climb, which 
culminated in February of this year. 

The shortage of shoes and leather in Europe, while 
not as great in 1920 as in 1917, is still a very real factor 
to be reckoned with. Their buying has been withheld 
owing to the extremely unfavorable exchange rates; 
buying in the United States has been withheld for the 
reasons that I have set forth. Should a buying move- 
ment come, either from abroad or at home, the market 
is in the vulnerable condition where it may be again 
driven to prices that today would sound fantastic. 


And this brings me back to the plea made one year 


ago: 
Supplies are ample for all the legitimate needs 


at home and abroad, if the demand is spread 
over the various leathers, so that no one type 
of leather will be stimulated unduly in price by 
undue demand, and no one leather will be unduly 
depressed by lack of legitimate demand. Specu- 
lative buying should be entirely eliminated and 
conservatism should rule, legitimate buying at 
legitimately lowered prices should proceed, for 
the holding back in the placing of orders to 
take care of legitimate demand, in the hope 
of still lower prices, may only result in a buying 
wave resulting in the driving of prices to a level 
that would cause a repetition of the Spring of 
1920. 

The intelligent co-operation by Retailers, Shoe 
Manufacturers and Tanners produced the satis- 
factory condition of a year ago; the lack of it has 
brought about present conditions. 





With United Last Company 


Irving C. Paul, Expert Designer, Takes Position 
with Montreal Firm 


Irving C. Paul, with many years of training in 
various shoe factories of the United States, and for 
the last eight years an expert designer and quality 
man for one of the largest and most up-to-date fac- 
tories in Brooklyn, has accepted a position with the 
United Last Company of Montreal. 

Mr. Paul has a splendid knowledge of practical 
shoemaking, increased production and improve: 
quality. 

He says that it is his intention to keep in 
touch at all times with New York and Boston, i» 
order to be right up to the minute on styles.. . 
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Interior View of Store of the A. S. Nichols Shoe Co., in Savannah, Georgie 


Savannah Merchant Achieves Success by Persistence 


Unique Assets Become Hats---Hats Become Shoes---And a Big 
Business Is Built 


Savannah, Ga., August 19. 
F you are contemplating opening a new shoe 
I store, there are two distinct steps which must be 
taken at the outset in order to assure success. 
The first one is to acquire legal title to a watch, a 
shotgun, a printing press and a goat. The second is 
to open a hat store. 

Your correspondent has this on good authority 
from A. C. Nichols, manager of the A. S. Nichols Shoe 
Company of this city, one of the best known and most 
prosperous retail concerns in the South. It is the way 
in which his father, A. S. Nichols, made his start 
years ago. 

How success was wrung from failure—how the busi- 
ness was built up year after year in the face of trials 
which would have daunted any but a man of the 
highest caliber, is best told in the words of Mr. Nichols 
himself: 


The Start of a Big Business 


“In the Summer of 1875 my father was a lad of 
19 years, who with his father and mother in almost 
destitute condition, caused by the Civil War and the 
panic of 1873, gathered together all of his worldly 
possessions, consisting of a shotgun, watch, printing 
press and a goat, which he sold, raising about 
$200. 

“With his $200 capital stock paid in, he rented a little 
store at what was then known as No. 128 Broughton 
Street, located where a monument of progress now 
stands—the National Bank Building. The store 
consisted of a shed over the yard of the old Beale 
home that stood on that corner for the Lord knows 
how long. I don’t. He had a frontage of twenty-five 
feet on Broughton Street where the old stand of the 
Oglethorpe Bank and Trust Company was, for which 
he paid $30 a month rent. He bought a counter and 
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looking glass and what was left he invested in men’s 


hats. 
A One Man Proposition 


“With hard work he managed to pay his rent and 
to get enough to live on. During the years that fol- 
lowed he was his only clerk, bookkeeper and porter, 
swept the store, cleaned the windows and filled the 
oil lamps, which, by the way, burned until 12 o’clock 
at night. 

“The following year, 1876, Savannah was struck by 
the awful epidemic of yellow fever. People were dying 
by the hundreds. Everyone who could possibly leave 
Savannah was doing so. But poor dad did not have 
the money so he had to stay. He then had the only 
hat store open in the city and there was no place 
where one could buy a pair of shoes. 


Buys First Lot of Shoes 


‘Feeling that there was opportunity open to sell 
some shoes he called upon Sam Meinhard of the firm 
of Meinhard Brothers, who were preparing to leave 
Savannah for Macon. He asked Mr. Meinhard to 
give him all the junk that they were not going to move, 
which they did and considered worth in shoe value 
about $2,000. This was in the month of August, and 
before that month was over he sent to the Meinhard 
Brothers by express, in real money, $1,000, which 
package they returned unopened and instructed him 
not to send any more money to them. 

“He took advantage of this opportunity and before 
he was taken down with fever in October he had 
cleaned up $1,000. He made his stock grow and in 
that little store he sold as much as $65,000 per year, 
doing largely a country business, selling in Effingham, 
Bryan, Tattnall and Bulloch counties. He made 
money up to the panic in 1893, at which time he met 
with losses as did many others. 


Discontinues Hats 


“‘In 1900 the shoe business had grown so that the 
hat business was discontinued, and he took me into 
the store. As a boy of 17, I started to learn the busi- 
ness fromthe ground up. In 1903 the property was sold 
to the National Bank of this city, and we had to move. 
Father thought we were ruined, but | did not think so. 
We took a store at No. 20 Broughton Street West, 
where the Exchange Bank is now located. We made 
no mistake, and the business went ahead each year. 
The country business dropped off with the developing 
of the small towns by the railroads, but our city trade 
increased. 

“In 1911 the banking interests of this city, finding 
the location of Nichols’ Shoe Store desirable for a 
banking house, the Exchange Bank bought the prop- 
erty over our heads, and again we had to play check- 
ers. While moving is an expensive proposition, we 
again made no mistake in taking our present location at 
No. 19 Broughton Street East, where we have the best 
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appointed shoe store I have ever seen, and I have seen 
them all over the country. 


Prehistoric Styles 


“‘The shoe business has changed a great deal in the 
manner and form of doing business during the past 
twenty years. My first recollection of the little store 


was the green boxes, each holding twelve pairs of 
shoes, with one hanging on the outside to show what 
was in the box. Under the ledge were large wooden 





































In the Days of Long Ago—Front View of A. S. Nichols’ 
Store, Taken in 1885 


cases, where they carried heavy goods, such as bro- 
gans and boots. I recall on one occasion a lady tour- 
ist came into thestore and said: ‘My! look at the stiffs.’ 
Today every shoe comes in an individual carton. In 
the old days there were not more than three individual! 
styles of shoes to select from and the styles never 
changed. A customer would ask for a pair of ‘sixes, 
which he got, and it was all over. Today shoes ar 
fitted by scientific methods and a shoe man ha; 
an asset in his profession.” 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CO. 
Maxine, White House ond Buster Brown 
Shoes. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess 
Children’s Shoes. 


DITTMAN SHOE CO 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 
Men’s, Women’s and Children’s Shoes. 


L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose 


JAMES CLARK +n co. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
ay - il ig Rsdbesess of Mudge Old 


Shoes. 


G. E. LIPPMAN SHOE CoO. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


——, BROS. SHOE CO. 
akers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
© Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
| cong Super-Tred and Billiken 


i tay ey SHOE CO. 
Fine Shoes for Women—“Pedigo Style” 
PETERS SHOE CO. -----* ~~ 
Peters “Diamond Brand” S 
ho — Special, Classic, ——4 Weath 


ROBERTS, POHNSON & RAND SHOE co. 
at, Ene ty and “Tess and Ted’’ 
oes. 


SAMUELS SHOE Co. 
Young an, Girls’, 
Infants’ Specialty Shoes. 

TOBER-SAIFER SHOE CO. 
Novelty Boots and Oxfords. 


WIZARD LIGHTFOOT APPLIANCE CO. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


and 


Boys’ 
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Quick Selling Styles 


Three Floors Stocked With the Latest 
Novelties Comprising: 


The New Openwork Pattern 10 inch Boots 


New Creations in Cut-Out Strap Pumps 
Both Satins and Suedes 


Tober-Saifer Shoe Co. 


Novelty Footwear In Stock 


1312 Washington Ave., St. Louis, Mo. 
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a Shoe Market. 


Women’s > te Pus 
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BUILDERS 





STAMPED ON THE SOLE OF EVERY 


Genuine Billiken suo 


E L.Doerr Shoe Co. 
DEPENDABLE FOOTWEAR 




















Our Fall Styles Include All the New Colors 
and Heights. 


Rush Your Orders to Us, We Fill Them 
Same Day as Received. 


Start Your Fall Business Early, We Have 
What You Want 


Tober-Saifer Shoe Co. 


Novelty Footwear In Stock 


1312 Washington Ave., St. Louis, Mo. 














BOOT AND SHOE RECORDER Aug. 28, 1920 


T. LOUIS 


THE WORLD'S SHOE MARKET 
Be Ready for Fall Business 


Make certain now that you will have shoes when the Fall business opens 
up. With the uncertainty of railroad transportation, it will be advisable 
for you to place your orders now, 
and we can give you good service 
from our splendid stock of new, 
seasonable styles in all Brown- 
Make lines. Do not miss sales 
for lack of shoes. Give careful 
consideration to the stock you 
now have on hand and then order 
your requirements without delay. 
Our one hundred and sixty men 
are Out in their territories with 
most attractive prices, correct 
styles and an improved “In 
Stock” service, all in keeping 
with our past progress and surely 
worthy of your most careful 
consideration. 


EX Draw Suos Gouger, Cex 


ST. LOUIS, U.S. A. 


Makers of White House Shoes for Men, Maxine Shoes for Women, Buster Brown 
Shoes for Boys and for Girls, and Blue Ribbon Service Shoes for Workmen 
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Women’s Black Glazed Cab. 84-inch Lace, <I -inch 
Cuban Heel, Turn, Co-Ed Last. Sizes B 3-8, D 
4-8 $5.25 


PUL LULL ener en ili is 
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laska 


That’s the name of 
the newest new style 
Ankle Strap. 


—just a little differ- 
ent. 


Pattern is one of the 
good points. 


The toe—the HEEL 
—OTHER Points. 


You want a Ready 
Seller—a shoe to 
please the eye of your 
customer—T hat’s 
What Makes Busi- 
ness. 


A good shoe without 
style 18S OF NO 


BOOT AND SHOE 


Value.. Then here is 
a good shoe with new 
Style. 


ADDED 
FEATURES 


Good and Really the 
Best Satin, Oak Soles, 
AND the workman- 
ship—clever fitting of 
the upper—the way 
the French Silk Bind- 
ing is put on—is our 
own idea—it’s good. 


The shoe you will say 
is truly the Best flexi- 
ble Sole Shoe you ever 
saw—Make us prove 
it. 


Do you want to know more 
about shoes made by 
Al. Johansen ? 
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BLACK AND BROWN 
SATINS IN STOCK 


ALL WIDTHS 


BLACK, $6.50 
BROWN, $6.75 








ROGER SHOE Co. 


MANUFACTURERS 
ST. LOUIS, U. S.A. 
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Comfort Shoe 
Values. 


No. 1811 
$5.50 


No. 1811-—Black Kid Oxford, Light Welt, 14-8 Military 
Heel. Widths AA to D. Price $5.50 
No. 3005—Same as above in 19-8 Leather Louis Heel. 
Widths AA to C. Price $5.00 


A. PALAN SHOE CO. 


WASHINGTON AVE, AT 14th STREET 


ST. LOUIS 


MALLETT ee 


BH 


Style 660—C & D Widths. .$3.85 
Plain Toe— Turn Sole 





We specialize in Comfort Shoes 
—our line consists of numerous 
styles—at prices consistent with 


quality. 


Comfort Shoes are on the floor 
—in season—your orders will be 
filled without delay. 


Wetherby Kayser Shoe Co., Los Angeles, Cal. 
Chairs by American Seating Co. 


THE BEST IS CHEAPEST IN THE END 


One of our customers writes: ““We have used 
American Seating Co.’s Chairs for over twenty 
years—and they have proven eminently satis- 
factory and excited much favorable comment.” 
Equip your Shoe Store with American Intler- 
locking Shoe Store Chairs and prove to your own 
satisfaction their durability, economy and 
comfort. 


AMERICAN SEATING [OMPANY 


CHICAGO, ILL. NEW YORK 
1016 Lytton Bidg. Room 601, 119 W. 40th St. 


We solicit your inquiries 
for samples and 


prices 


Pp ares Lab Stes 


SHOES , LEATHER-FINDINGS 
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BRAUER BROS. SHOE CO. 


- ST. LOUIS, MO. — 


Are you sharing in the profitable 
returns our shoes are offering? 


We are specialists in the manu- 

' facture of women’s and children’s 
high grade Goodyear welt shoes, 
to sell at popular prices. 


PRINCESS 


Goodyear Welts 


For Women 


Royal Princess =“ SM} To retail for $8.50 possess char- 
acter and refinement to suit the most discriminating 
buyer. 


Little 
PRINCE and PRINCESS 


Goodyear Welts 
For Children 
Are scientifically built with a combination 


of qualities not to be found in any other 
children’s line. 


Our cooperation is your success. 
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NEAT APPEARANCE -+ SERVICE 


Two features which appeal to your Customers. 


‘“HUBTIP’’ “NO METAL TIP’? SHOE LACES 


Trade Mark Reg. 


TIPS NEVER PULL OFF, FRAY OUT, LOOK TINNY, OR CATCH IN 
CLOTHING—OUTWEARS SEVERAL PAIRS OF THE ORDINARY LACE 
ORDER A CABINET TODAY. THERE IS A LIBERAL PROFIT FOR YOU. 


27 in. pec gro. Strings.. Pe A 
30 in. per gro. Strings s 40 in. per gro. Strin 3.60 
4 in. per gro. Strings....... 4. G ASSORTMENT CABINET 
72 in. per gro. Strings 25 36 pair 36in 

F eer CABINET ne pair = En ee “ s D ASSORTMENT CABINET 
48 = in ae aS 12 pair 54 in 
24 pair 4 j $3.55 A ASSORTMENT CABINET 18 pair 36 in 

E Assoni MENT CABINET 36 pair 36 in 18 pair 40 in 
36 pair 36 in. at $ $3.60 18 pair 45 in. eee ks 18 pair 45in.. 
36 pair 45in. 18 pair 54 in 18 pair 54 in. 


FRANK W. ‘WHITCHER CO. a age el and cai U. s. A. 


36 in. per gro. so . $3. 45 in. per gro. Strings 
54 in. per gro. Strings 






































The T. K. Kelly Sales System, 
Minneapolis, Minnesota. 


Gentlemen: 


We made a contract with your representative, Mr. A. A. 
Gillespie, to conduct a short advertising campaign for us. 
During this period our campaign was so successful that we 
re-contracted with him on two different occasions, making the 
contract period five successive months, which terminates 
tonight. 
In all justice to your firm, as well as to Mr. Gillespie, we feel duty bound to say that dur- 
ing this period our sales have increased in leaps and bounds, as you will note in the figures 
which I am enclosing. These figures designate each day’s sales during the period of our con- 
tract, and total $196,000.00. 

We also wish to call your attention to the fact that we have only conducted two sales dur- 
ing this time, the balance of the period being given to high class, clean-cut advertising. 

We also are pleased to state that we found your representative, a clean, capable merchan- 


dise man and a gentleman in every respect. 
We shall be glad to recommend your firm to any merchant, and we trust that we will have 


the pleasure of doing business with you again. 
Very truly yours, 


SHANNON & GRANT, LTD. 





C.R. SHANNON (Signed) 
President. 














()) 
T.K. Kerry Saces System 


Minneapolis. Minn. 
Send Lig oan obligation, particulars of your Intensified 
Special Sale Plans 


Stock consists of —<$£$£&@&@i@— SS: 


Size of stock, $ —————— 


[Confidential] 
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The Mark of Good 
Shoe Dressing 


“EAGLE BRAND” is a name that always has been conjured 
with QUALITY polishes. 


Leather dressings or preservatives in their highest form is the 
aim of “EAGLE BRAND” production. 


"EAGLE BRAND 


“A Perfect Dressing for Every Shoe” 


Quality is always a “repeater.”” And you want to sell a polish 
that is well known and has merit. 


All the popular and desirable colors and finishes for all styles 
of leathers are included in the “EAGLE BRAND” Line. 


Get a complete stock from your jobber. 


The American Shoe Polish Company 
CHICAGO, ILL. 
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THE DECORATORS SUPPLY Compay, 
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It contains illustra- 
tions, descriptions 
and prices of shoe 
window accessories, 
including back- 
grounds, period up- 
rights, plateaus, 
easels, tables, 
stands, light brack- 
ets, pedestals, top 
boards, screens and 
dividers besides 
numerous highly at- 
tractive sample dis- 
play windows. 


Ic Ic 3 


cer 


a a as 
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Here’s Your 


COPY: 


A new catalog is just off the press. It 
is chuck full of the latest up-to-date 
fixtures, stands, easels, etc., for classy 
shoe store show windows. You are 
missing an opportunity by not having 
this catalog for ready reference. 


ICICI IC IC 


Send us a card today for YOUR COPY. 


INMMNINMo 39MM 
INN IMI 1 
J Oronoco eee eee oes f$252e5 


The Decorators Supply Co. 


Archer Avenue and Leo Streets 


CHICAGO, ILL. 
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Says Mrs. Jones to Mrs. Brown— 


“Right in the store where I buy my shoes I found relief from those painful conditions that you have. 
They have there a Wizard foot expert, who examines your stockinged foot, and adjusts these dainty 
little leather inserts in the pockets—and in a jiffy there’s no more pain.” 

“I’m sure Wizards will give you instant relief—and it lasts, too. If you go to the store and have your 
shoes correctly fitted and at the same time get Wizards to restore the misplaced bones to normal posi- 
tion, you simply CAN’T have any more discomfort. Try it, my dear—I KNOW.” 


And That’s Good Will That Builds Business 


To be known as the store where Wizards are in addition to your policy of giving good values 
found—where absolute relief of the pains result- and selling reliable merchandise. How do we 
ing from misaligned heel bones, lowered arches, know? Simply because, through the years Wiz- 
callouses, etc., goes hand in hand with expert ards have been nationally advertised, hundreds 
shoe fitting—is to BUILD a kind of good will of shoe dealers have demonstrated the practical 
immeasurably valuable. result in their sales OF SHOES. It’s fact—not 


What Mrs. Jones says to Mrs. Brown travels a theory or somebody’s opinion, guesswork or 
far and fast. It is that “little something extra’”’ “hope so.” 


Write Us For Evidence---Now-- Today © 


Let us explain our method of training someone in your store to be a Wizard foot expert—without ex- 
ense to you. Let us show you the facts proving the EXTRA profits resulting from Ronaiiliedt Wizards. 
et us show you the SERVICE which is available to any Wizard dealer for the building up of SHOE 

SALES, as well as merely sales of Wizard Lightfoot Appliances. Write us today. 


WIZARD LIGHTFOOT APPLIANCE CO., 
' 1761 Locust St., St. Louis 962 Marbridge Bldg., New York 


Central Chambers, South Castle St., Liverpool 





Aug. 28, 1920 


BOOT AND SHOE RECORDER 


White Stockings and White Shoes—Black Stockings and Black or Tan Shoes—Get the Point? 


- 








What the Brogue 


Did for the Retail 


Findings Business 


and not appear again for a couple of million 
years,” said a prominent Middle West merchant 
the other day, “it would have justified its existence, if 
for no other reason than that it has done more than 
any other one thing to stimulate the findings business 
of the average retail store—to awaken the merchant to 
the mine of undeveloped possibilities in a well-con- 
ducted findings section.” 
Now just exactly what did he mean by that? 
Here’s his answer. 


TT ‘the brogue oxford were to flivver tomorrow 


Hosiery the Beginning 


“Nearly everyone is agreed that the easiest way to 
persuade a merchant to try out a findings section is 
first to persuade him to stock a line of hosiery. Even 
the most obstinate of men can see the connection be- 
tween shoes and hosiery. . 

“That’s where the brogue camein. It made heather 


hose popular. People came in, bought brogues and 
yelled for heavy hosiery to go with them. After they 
had asked for it half a dozen times and had then been 
compelled to go elsewhere, it gradually percolated into 
the brain of the man running that store that he was 
overlooking a bet in not stocking things which people 
asked for almost daily. 


Segregate Your Findings 


‘After hosiery had once been established as a regu- 
lar line, the rest of the findings group was taken up, 
often one at a time until the merchant suddenly woke 
to find himself the possessor of a first-class findings 
department. 

‘Findings should be put off by themselves, in some 
part of the store where they will naturally be seen by 
the customer. This means near the center of the 
store’s activity or immediately in front of the entrance 
to the store. 1 do not mean outside of the store, but 
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DOMINAN'T! 


A Stijish Spats 


WILLIAM GREILICH & SONS 


Factory and Sales Offices N. Y. Office and Show Room 
Frooklyn, N. Y. Marbridge Bldg., 47 W. 34th St. 
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And if You Happen to Have an Entrance Display Case Such as This One, Which Is Built Into the Column, 
What a Chance for Findings Display! 








just inside the main entrance. Don’t try to display 
everything at once in the same case. Get the idea of 
the completeness of your findings line across gradually 
by featuring first one thing, then another. Try 
buckles—then hosiery—then foot appliances—then 
polishes and cleaners—then something else. 

‘‘Advertise them in yourlocal papers just as you ad- 
vertise shoes. If you are advertising pumps, say 
something about the beauty of the buckles in your 
store and the greatly enhanced beauty of pumps worn 
with buckles. 

“If you are advertising white shoes, say some- 
thing about the superiority of the cleaning prepa- 
ration you have to go with them, and the sheer beauty 
of the white silk hose you have just received from the 
manufacturer. 

“If you are talking institutionally about the 
foot fitting service in your store, say (if you can say 
it honestly) that your salesforce have been educated 
to detect foot troubles and that, if a properly-fitted 
shoe will not correct the trouble, you have foot 
appliances which will. 


v 


“There are dozens of ways in which you can connect 
up between your shoes and your findings in your ad- 
vertising. Don’t forget that when a customer buys 
shoes, he is not buying shoes alone. He is buying 
service. He will want the shoes to look as well eight 
weeks from the day he bought them as on the day he 
bought them. 


Educational Work 


“That naturally suggests a little edicational 
work on the part of. the merchant as to the 
proper care of shoes. That, in its turn, leads direct to 
polishes. And show me the woman who won’t think 
her shoes are prettier when she is wearing silk hosiery 
than when she is wearing a cheap cotton which has 
begun to take on a faded look after a couple of soaks 
in the family wash tub. It isa psychological fact that 
what you might term the environment of a pair of 
shoes has a lot to do with their desirability in the eyes 
of the possible or actual customer. 

“Just use your head, brother merchants, and you 
will be surprised some day to find that your findings 
business is paying your rent.” 
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RUSSELL’S “NEVER-LEAK’’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right 


IGHT-WEIGHT, comfortable and as water repellent as 
5: leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’’ SEAMS 


are warranted not to break or open 


Sell ? { Ask the Sportsman or Outdoor fellow. who owns a pair—their con- 
fidence is earned by the actual service the boots render in the “‘going.’ 


Catalog and merchants’ price list yours for the asking. 


W.C. — MOCCASIN CO. 


BERLIN $3 33 WISCONSIN 
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are made to withstand Juve- 
nile mistreatment — to fit 
right — look right and sell 
easily. Feature Pla-Mates in 


s > J 
ata your children’s department. 
STYLE 1460 STYLE 22 


WILLIAMS, HOYT & CO. conse aiiliiabicidiines 


PATENT STRAP PUMP 
5-8 $3.50 _ 814-12 $4.00 ROCHESTER, N. Y. 5-8 $3.80 834-12 $4.45 
N STOCK IN STOCK 














HUB GORE-—Romeos and Juliets 


ARE THE STANDARD— 
THEY SELL — > 
HUB GORE—INSURED 
FOR TWO YEARS | 


EVERLASTIK, Incorporated 


HUB GORE MAKERS 
BOSTON NEW YORK 
52 Chauncy St. 395 Broadway 

















»— Let a P &V Shoe Pow- 

Ct 9) der sale accompany 

inves xcoesive Det Vix hs Me, each shoe sale. It’s 
pewestion cracks ~y easy —and profitable. 


and discoloring. 
Preserves hosiery. 


The direct profit derived from this source is not to be sneezed 
at. A word of suggestion sells a box—and makes a well pleased 
customer better pleased. 


And as SATISFACTION INSURANCE, P & V Shoe Powder 
is well worth while—and would be even if you paid a premium 
on it instead of making a wholesome profit. Through its use 
the customer enjoys greater comfort in your shoes—and that 
means greater prestige to you. 


$3.50 gets you started. Write today for this striking display 
stand containing 2 dozen 25c boxes and 100 circulars—from 
your jobber or direct. 


— a 


A Pfister & 
Vogel Leather 
Co., 
Milwaukee, Wis. 


Please forward at 


4 


containing 2 dozen 
boxes P & V Shoe Pow- 
der, at $3.50 per stand. 
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“Hand Sur ned. Flexible ian 
for CArforen er oe 


1778 814-12 Pat Lea Mat Top, Hiway Lace Turn $3.75 

1780 814-12 Havana Brown Vici Kid, Hiway ae 

1779 814-12 Pat Lea, Field Mouse Top, Hi Lace 

T “ 
1. 





_ 
oo 
a 


PIRSSSSSARRERS 


2566 3-8 Pat Leather Blk Cloth Top Button 
BE FO SO WOR 65:66 a con chdisss vio eden 
2568 3-8 Pat Lea Red Goat Top Button...... 
2569 3-8 Pat Lea Field Mouse Top Button.... 
2570 3-8 Pat Lea Mat Top Button........... 
2571 3-8 Gun Metal Button 

2572 3-8 Overweight Kid Btn, Hvy Flex Sole 
2573 3-8 Hav Brown Kid White Kid Top Button 
2574 3-8 Hav Brown Kid Field Mouse Top Btn 
2575 3-8 Hav Brown Kid Button............. 
2576 5-8 Blk Kid Btn, 10 Iron Flex Sole, Turn 
2577 5-8 Calfskin Lace, 10 Iron Flex Sole, Turn 
2578 3-8 Pat Lea Mat Top Hiway Lace 

2579 3-8 Pat Lea Field Mouse Hiway Lace.... 
2580 3-8 Hav Brown Kid Hiway Lace........ 
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© Henry Kleine & C., Cktéagn — SHOES : 


208-214 West Lake St. 


CORN STRIPS 


We believe that our Acorn Strips represent the 
greatest value obtainable in sole leather for 


repair work. 


Cut from Acorn Brand bends—short-trimmed, 
closely selected and priced low. 











Put up in Prime, Fine, 
Good, S B and Branded 


selection. 


Give Them a Trial 


KULLMAN, SALZ 


‘Tanners of Real Leather 


82 Fulton St. Wells Fargo Bidg. 220 W. Lake St. 
NEW YORK SAN FRANCISCO. CHICAGO 
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SHOES RE MADE 
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SHOE RETAILERS— 
Increase Your Profits! 


The public | demands longer shoe wearability. Thousands of live retailers are already 
“cashing in” on this demand. Very likely—right now—in your locality—more business, 
more customers and more profits await YOU. 


Install a Goodyear Welt Repair Outfit! 


A Goodyear Welt repair outfit remakes worn cludes all the parts necessary for the complete 
shoes. It does not cobble, but rather rebuilds rebuilding of a shoe. The frame is of rigid, 
them, adding months of wear and new appear- substantial construction, which insures smooth 
ance, while retaining the comfort and ease of operation and lasting dependability. Each unit 
the old shoes. People know this. They eagerly can be run separately, thus insuring operating 

patronize shops where Goodyear Welt repairing economy, cleanliness and proper lubrication. Write 
is i dome. Such shops prosper. Why not decide us—today—for particulars of our various size 
on an installation—now? Outfit illustrated in- outfits, and of our plan. 


UNITED SHOE REPAIRING MACHINE COMPANY 


4 Albany Street, Boston, Mass., and 
80 Euclid Arcade 37 Warren Street 145 Essex Street 236 No. High Street 306 Broad Street 
Cleveland New York Haverhill Columbus, Ohio Lynn 
1 So. Market Street 124 Main Street 87 Main Street 130 Mill Street 11 Florence Street 
Chicago Johnson City, N. Y. Auburn, Me. Rochester Marlboro 
1423 Olive Street 301 American Casualty 258 Fourth Street 221 No. 13th Street 216 Chartres Street 
St. Louis idg., Reading, Pa. Milwaukee Philadelphia New Orleans 


708 Broadway 93 Centre Street 619 Mission Street 16 No. 2nd Street 
incinnati Brockton San Francisco Harrisburg, Pa. 
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Have You Seen 


satin the Kind of Shoes 


COLORED 
SIDE LEATHERS WILO Makes? 


Color 18 Color 14 
Medium Brown Dark Brown 




















eT eT enn en nn ts 


The most convincing test is to buy 


some shoes made of WILO and 


see for yourself. 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, II]. 
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WANT 
MARY JANES? 


Hold your orders until 
you see our 


Mr. PLATZ 


He’s moving along fast as possible toward 
your town. His sample cases contain Mary 
Janes that'll open your eyes. And nothing 
but ‘‘Mary Janes’. That's how we give the 
quality at the price. Just see them! 





School days will soon 
be here. Is your stock 
of** Youngster Shoes’”’ 
ready for business? 


IN STOCK 


—No Tacks 
—No Nails 
Note the Button and 


New Prices Lace. Foot- 
form Last. 


4 \ Send Postal 

wwe ote li By A. Stating Time 

ary Janes E it You’d Like to 

Exclusively t ‘Sm *) gg See Our Line 
1, es .* / 


eee Ueno ule! TT 


Gun Metal. .. 


TRUITT BROS., Ine. 
BINGHAMTON NEW YORK 


P & R SHOE COMPANY 
HAVERHILL, MASS. 
BOSTON OFFICE, 147 LINCOLN ST. 
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Savannah, Ga. 


Distributors 
Catalog Ready 


310-31014 Bay St. West 
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A card or wire to 
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Hagerstown, Maryland, U. S. A. 


Basch, Jacobs & Schur 
Hagerstown Shoe & Legging Co. | 
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TIMSON FOOT-EASE 


especially when they see the name TIMSON FOOT- 
EASE stamped on the sole. 
obliged to establish with Basch, Jacobs & Schur an 


In-Stock distributing house, at Savannah, Georgia, for 
gest your placing orders as soon as possible, to insure 


delivery when needed. 


Charles 0. Timson Shoe Co. 


everywhere on account of wearer satisfaction—proven 
selling value—and fair equable pricing. May we sug- 


bama, South and North Carolina. Our complete line 


the convenience of dealers in Georgia, Florida, Ala- 
will be carried by them at all times. 


because women take to them as naturally as they walk 


Savannah will bring you samples or sizes. 


Manufacturers 
601 Washington St., Lynn, Mass., U.S.A. 
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—(Comfort Shoes for. Women 


Sell 


§ ell so big through the Southern States we have been 


Sell 
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COMFORTABLE 
RELIABLE 


FELT 
FOOTWEAR 





























THE PICK OF BEST ALL COLORS— 
STYLES—OUR LINE QUALITY IS RIGHT 





Send for Samples or Ask Your Jobber 





Republic F elt Shoe Corporation 


899 Kent Ave. 2: : 33 Brooklyn, N. Y. 














The Dandy Ann Slippers Are Winners 
MARY 


Will increase your sales and make your 
BOUD OIRS customers come again. Always In stock, JANES 
LOW HEEL orders filled on receipt. Satisfaction 7-8 HEEL 
guaranteed. 
ALL BLACK CAB 
AND TURN SOLES 


2% TEN DAYS 
NET 30 DAYS 


Send us your orders, and become one of our 
many friends. 


— “= All sandals made either high or low heel. 
Tan 1.85 


ONE-STRAP 
SANDAL 
7-8 HEEL 

$2.25 


THE BAY STATE SLIPPER CO. HAVERHILL, MASS. 








VERYBODY who habitually 


wears white boots or shoes 
knows and_ buys 


ME 


i 


/ 
d 


Wi 
LL 


elhaal 


TheWHITE CLEANER 
Keeps White Shoes White 


Everybody who buys new white footwear will 
need ““BLANCO,” and no one who has ever used 
it will ever be persuaded to take a substitute, for 
“BLANCO” does its work, does it well 

aae oa —and easily—no trouble, no messiness, 


“BLANCO” quality will take care of 
your reputation—‘“‘BLANCO” profits 
are as good as #fs reputation. 


So with every consignment of White 
Footwear order a consignment of 
“BLANCO” —“to keep those white 
shoes white.” 


Order now from your Jobber 





Manuf E 


JOSEPH PICKERING & SONS, LTD 
SHEFFIELD En; j 
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Setting a New Standard of Style 
In Rubber-Soled Fabric Footwear 


The KEDS line is continually 
being enlarged and improved with 
new styles—new types — new 
achievements. 

No other invention has so com- 
pletely increased the appeal of 
KEDS as the application of the 
Welt form of construction to the 
sole. This process, which is used 
in no other rubber-soled fabric 
footwear but KEDS, creates a 
smartness rivaled only by the 
highest grade of leather shoes. 


United States Rubber Company ~ 


One variety of KEDS which has 
recently become popular is the 
white leather-trimmed sport shoe 
for women. In addition to the 
comfort and durability which is 
characteristic of all KEDS, this 
shoe has the requisite style to 
please the most particular trade. 
But this is only one of the KEDS 
line, which includes a type for 
every human activity and is reg- 
istering plus business for dealers 
all over the country. 
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More Business in Aggregate 


Shoe Manufacturers Buying in Small Lots---Tan- 
ners Not Inclined to Make Further Recessions 
---Larger Purchases of Goatskins 


At a time like the present there are 
always a plenty of crepe hangers who see 
nothing cheerful in the outlook. It is 
not surprising that several months of 
dull business, the worst perhaps in years, 
should be responsible for some feeling of 
apathy, but there have been seasons be- 
fore when merchants were overstocked 
with goods and were obliged to hold up 
buying for a period until their merchan- 
dise had been reduced to a safe basis. 
In view of the wide-spread shoe clear- 
ance sales there is no disputing the fact 
that retail stocks must be growing 
shorter. The cancellation period is over 
and what orders are being placed now 
are in good faith and on a better basis 
than formerly. Apparently retailers 
and wholesalers are inclined to be sure 
that they need the goods hereafter and 
will be in a position to accept them be- 
fore placing the orders. It may be 
somewhat painful for the shoe manu- 
facturer to wait, but it is certainly better 
business in the end to have orders placed 
and the goods taken at the prices agreed 
upon than to have them cancelled when 
the order is about three-quarters finished 
or already on the way to the customer. 


The Repair Bugaboo 

On certain classes of trade shoe manu- 
facturers are fairly well occupied and 
more help is being put on all the time. 
It is believed that by early Fall the trade 
as a whole will be more active. There 
has been considerably more inquiry of 
late in the leather market and the scat- 
tered sales in all markets would make a 
reasonably fair volume in the aggregate. 


fact which is apparently wholly over- 
looked by a large number of people a 
little scared at the times and who ap- 
parently think that the end of business 
is in sight. It is said that the repair 
business is the best in experience, indi- 
cating that people are not buying shoes. 
This is all very true, but at the same 
time people cannot have shoes repaired 
forever and at the present costs of having 
shoes repaired the average consumer will 
prefer to buy a new pair of shoes. 
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Review of Leather 
Supplies and Prices 
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So far as the actual conditions in the 
leather market are concerned, there is no 
material change over the past few weeks 
with the exception that small sales and 
inquiries continue on the increase, lead- 
ing to the belief that after Labor Day, 
when the salesmen get on the road, we 
may expect quite a bit more activity. 
More of the foreign trade are coming 
into the market of late and a stimulus to 
export trade will probably have the 
usual result of bringing domestic buyers 
to time. The world, as a whole, is still 
short of an adequate supply of first-class 
raw materials, and particularly is this 
true when we consider the large amounts 
of live stock used for all kinds of pur- 
poses resulting directly and indirectly 
from the world war. The United States 
is not going to have a sufficient quantity 


(Continued on page 121) 


CURRENT LEATHER AND HIDE MARKET . QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Sole Leather 


Hemlock sole, heavy No. 1......°....... 


Hemlock sole, seconds, mid. . 
Oak sole, No. 1 bends.. 


Oak sole, No. 1 backs, all weights: Soest 


Union steers, flat 
Union cows, flat 


Offal; hemlock heads.................... 


Offal, hemlock bellies 
Offal, hemlock shoulders 


Me NN fo So ree ee 
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Chrome, S. A. dry hide, 7% to 10 iron sides 
Chrome, green hide, 6 to 8 iron sides. .... 


1919 1920 
Cents per pound 
—@30 56@ 57 
24@26 54@ 55 
47 @50 96@1.00 
45 @46 82@ 84 
—@414 84@ 85 
80@ 83 
10@ 12 
12@ 18 
30@ 32 
15@ 16 
18@ 19 
Cents per foot 
43@ 50 
—@ 50 


1914 


52@55 
50@52 
.05@— 
84@90 
80@82 
80@82 
14@15 
20@22 
40@— 
19@20 
25@27 


60@— 
—@60 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


1914 


1919 
Cents per pound 


52@ 53 
52@ 53 
0@ 43 
70@1.00 
45@ 46 


20@20% 
a 
16@16% 
18@22% 
20@25 


Heavy native steers................ 
oe PE OE CO 
e.d pe. 


However well stocked shoe retailers may 
be, it is safe to say that with the prices 
which have been prevailing, consumers 
of shoes were never more poorly stocked _ 
since they have worn shoes, and this is a 



































































































































Coats of arms are granted to men and to families that have 
demonstrated their right to leadership. 


The New Castle Kid coat of arms marks a leather of unques- 


tioned leadership in the glazed kid field. 


It is made on honor and sold the same way—a thoroughly de- 
pendable kid renowned for its style, beauty and service. 


BLACK WHITE COLORS 


New Castle Leather Company, Inc. 
NEW YORK. 


BOSTON MONTREAL, CANADA CHICAGO 
and the Principal Leather and Shoe Centres Everywhere 


Factory: Wilmington, Del. 
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BUSINESS FEATURELESS 


Advance Showings Not Expected 
Before Week of Fair 


August shoe trade among dealers in 
Milwaukee has been strongly reminis- 
cent of late Summer trade in recent 
years. Business is featureless, even the 
excitement caused by clearance sales of 
low shoes which have been going on for 
several months having subsided. The 
Fall season is now in sight and dealers 
are receiving some of the stocks or- 
dered some time ago. So far there has 
been no showing of Fall styles, but with 
the annual Wisconsin State Fair open- 
ing next Monday, Aug. 30, it is ex- 
pected that advance showings will be 
generally made. The State Fair usually 
marks the opening of the Fall shopping 
season in this state, but as the fair this 
year comes two weeks earlier than cus- 
tomary, Milwaukee merchants may 
not generally observe the period in the 
same manner as usual. 


CANCELLATIONS SUBSIDING 


Unfilled Orders Are Higher Than 
This Time Last Year 

“The flurry of cancellations which 
struck shoes and textiles in May, June 
and early in July seems to have sub- 
sided,” said the latest monthly bulletin, 
“Business and Financial Comment,” 
issued by the First Wisconsin National 
Bank of Milwaukee. ‘Unfilled orders 
in the majority of reporting industries 
are down 10 to 15 per cent from early 
July, but higher than at the same time 
last year. One shoe firm reports practi- 
cally no cancellations and prompt ship- 
ping of orders. Another notes that 
cancellations are falling off to normal.” 

Commenting on prices, the bulletin 
says: “As for prospects, the boot and 
shoe industry looks for plenty of busi- 
ness at easier prices. One firm says 
prices have reached bottom and that it 
is now guaranteeing its prices on Spring 
orders. Much is said about buyers 
being conservative. Price resistance is 


another name for the same thing. 
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Milwaukee 


The bulletin speaks of the effect of 
higher freight rates, effective August 26, 
as follows: ‘‘The effect of the new rates 
on prices is a subject about which there 
is a good deal of loose speculation. The 
prediction has been made that the in- 
crease in rates will be multiplied four 
or five times in-prices paid by consum- 
ers. This might he true if inflation 
were in full swing, prices rising, and a 
sellers’ market existing. But at the 
present time we are entering a period 
of more normal relation between the 
demand for goods and the supply of 
them. Competition will have its normal 
effect and unwarranted additions to 
prices will not be as possible as a year 
or six months ago.” 





Advertising at Low Ebb 


Newspaper advertising by retail shoe 
dealers of Milwaukee has declined to the 
low point in the last week or ten days. 
Such advertising as the merchants are 
doing refers only in a casual manner to 
deep slashes in values, which formed 
the basis of most advertising earlier in 
the Summer. Appropriations for news- 
paper display space are now being held 
in reserve for the Fall season, when 
effective publicity will be necessary, it 
is said by some of the representative 
dealers. 


Road Men Optimistic 


The reports sent to the local boot and 
shoe factories by the men in the field 
are growing encouraging, slowly but 
surely. The average dealer seems to 
have lost his extreme conservatism in 
buying for Fall which was so apparent 
a month or two ago. Reinstatement 
of cancelled orders is quite general, al- 
though new bookings are not of the 
same proportions as the original ones. 
Nevertheless, some good orders are 
coming forward, and as Fall approaches 
it is believed that the demand for mer- 
chandise will increase apace, for shelves 
have been fairly well cleaned up by the 
recent sales. 
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New Factory to Be Built 


Plans and specifications for a new 
factory for the Milwaukee Box Toe 
Company, now located at 140 Reed 
Street, in Milwaukee, were filed with the 
building inspector during the week. 
The plan calls for a two-story brick 
and concrete building, 48x 110 feet, 
estimated to cost about $40,000. The 
location is at Fond du Lac Avenue and 
Hickory Street. Walter B. Keena is. 
superintendent of the company. 


New Business Book Published 


“‘A Short Course in Business for Re- 
tail Merchants” is the title of a new 
book published under the auspices of 
the Chamber of Commerce of Cham- 
paign, Ill., which is of interest to retail 
shoe dealers. It represents the culmi- 
nation of an effort by the Chamber to 
place in print the lectures on retail 
merchandising presented at the annual 
merchants’ institute conducted by the 
college of commerce and business ad- 
ministration of the University of IIli- 
nois. It deals with selling, advertising, 
accounting and other constructive sub- 
jects in the retail field. A. C. Littleton, 
assistant dean of the college of com- 
merce, is editor of the publication. 


Heister Made Manager 


The branch store in Fond- du Lac 
Wis., of the Diamond Shoe Company 
Milwaukee, a large retail interest, is 
now under the management of Edward 
Heister, who has succeeded Edward 
Roughen. Mr. Heister was in the retail 
shoe business with C. G. Youmans at 
Fond du Lac during the past four years. 
Sam Vandervort, one of Mr. Heister’s 
assistants, has accepted a position on 
the Diamond staff. 





New Plant Producing 


The first shoes manufactured in the 
new branch plant of the Wolfram Shoe 
Company at Waterloo, Wis., are now 
on their way to customers. The Water- 
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HEY CANNOT RI 


GOODYEAR DOUBLE “Wi? WELT 


When we made shoes by the old process, it made little difference how good or how poor the outsole 
A very large percentage of outsoles loosened after a few days’ wear. So the quality 


7 RAMSEY’S PATENTED PLAY SHOES 


or insole were. 

of the soles was really of no importance. __ 

But now that we have a process (Ramsey’s Patent) that prevents this, it will make difference, so all 

of our shoes will be made with grain leather insoles and very best outsoles to insure long wear. 

As to the above claims for our merchandise we refer you to 
John Wanamaker, New York. 

James A. Hearn, New York. 

Jordan-Marsh, Boston 

and hundreds of others on request. 


If your jobber doesn’t handle them, send to us. 


E. J. RAMSEY CO. 


967 ATLANTIC AVENUE BROOKLYN, NEW 
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GRIFFIN WHITE KIDINE GRIFFIN LOTION CREAM 
In white, black, gh a = Havana — 
dark brown, = 


For all white kid shoes. A pastoct white 
cleaner that gives « kid glove finish GRIFFIN PEUERWHITE CLEANER i t. -a alll kid leather. 
ious acids. It is to the 


Smal (15e) Size, $14.25 Gros, $1.25 Dos. cnaner ot 8 whitewash. hid. “Atherough Sther whet oold cream is to the 
3 oz. Size, $21.00 per Gross, $1.80 per Doz. 


Large (25c) Size, $21.60 Gross, $1.90 Doz. 3 1-2 os. Foldi 
: ‘Saas Goes, $1.35 Dos. 


5-02. Size Neck Box— 
$21.60 Gross, $1.90 Doz. 


YOUR WHITE BUSINESS NEEDS THESE 


GRIFFIN MANUFACTURING Co.., ee 
67-69 MURRAY STREET NEW YORK, U.S.A. 
SSS =. 


















































































































































Oy, a ys RONKO PATENT, during its long record, has always 
: Py been admired for beautiful appearance. Its strength 

eed of grain and fibre has established it as a leather whose 
life is long and vigorous. The lasting operation is reduced to a 


certainty. 





American Hide & Leather Company 


NEW YORK BOSTON CHICAGO 
ST. LOUIS ROCHESTER CINCINNATI 


PLEASE SEE FURTHER PARTICULARS ON THE OTHER SIDE OF THIS SHEET 
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The Largest Producers of ; he The Finest Tannages and 
Calf and Side Upper ae Se ey Finishes. The Best 
Leather » Service for Buyers 











L } l 





Classification of Our Principal Lines of Leather 


Calf and Veals (Chrome Tanned) — Tan Royai, Tan Royal Box, Royal Kid, 

=== Royal Veals, Box Calf, Box Veals, Titan Calf, Titan Veals, 
No. 102 Box Calf, Willow Calf, Ooze Calf, Black and Colors, Nob Calf, Cadet Kid, 
Cadet Kid Veals, Dull Cadet Kid, Dull Cadet Kid Veals, Cadet Calf, Cadet Calf 
Veals, Mat Cadet Kid, Tan Cadet Kid, Empire Calf (Black and Tan), Empire Veals. 


Side l pper Leather. etc. (Chrome Tanned) —Bronko Patent, Tan Titan 

<<< Sides, Willow Sides, Tan Royal Box Sides, Patent 
Horse, Patent Colt, Milwaukee Patent, Black Hawk Patent, Tan Cadet Kid Sides, 
Cadet Sides, Cadet Calf Sides, Dull Cadet Kid Sides, Empire Sides, Tan Empire 
Sides, Glazed Colt, Mat Horse, Dull Horse, Mat Royal Chrome Sides, No. 17 Creole 
Colored and Black Creole, Chrome Retan, Smooth, Black and Colors. 


(Bark and Combination Tannage) — Kangaroo Grain, Kangaroo Kid, Kerwin Calf, 
Russia Colored Sides. 


(Combination and Bark Tannages — Black 

and Colored) —Boris, Sheboygan Calf, 
Kerwin Colored Storm Sides. (Chrome Tanned) — Waterproof, Peary Storm, 
Chocolate Chrome Retan. 


S pl ifs (Black Waxed, Flexible, Chrome, etc.) — Flesh Splits, Belt Knife Waxed 
———= Splits, Oxford Calf Union Waxed Splits, Ooze Vamp and Gusset Splits, 
Ottawa Black and Russet Splits, Flexible Splits and Bends for Goodyear, Gem 
and McKay Innersoles. 
Other Lines Bag, Case and Fancy Leather; Collar Leather; Goodyear Welting, 
== Black and Tan; Bark Tanned and Chrome Heeling; Pasted Stock 
for Counters and Innersoles; Innersoles cut from Flexible Splits; Flexible Bellies 
and Flexible Shoulders. 





























American Hide & Leather (Company 
Offices and Stores 
New York Boston Chicago St. Louis Cincinnati 


Calf and Side Upper Leather Tanneries 
Lowell Danvers Chicago Milwaukee Sheboygan Ballston Spa Curwensville Woburn 


Shoe Stock Plant: Binghamton, New York 
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loo factory is the third to be established 
by the Wolfram Company, which has 
its main factory and offices in Water- 
town, Wis., and a large branch at Madi- 
son, Wis. The Waterloo factory spe- 
cializes in ladies’ comfort shoes, made of 
soft leather with rubber heels. 


Credit Men Busy 


The most active season’s work in its 
history has been laid out for the Mil- 
waukee Association of Credit Men by 
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President Gordon Day for the 1920- 
1921 season. The first regular meeting 
of the new season will be held early in 
September. In the assignment of com- 
mittee chairmanships, President Day 
has given the boot and shoe industry 
due recognition. D. L. Sawyer, of the 
F. Mayer Boot and Shoe Company, has 
been placed at the head of the com- 
mittee on investigation and prosecu- 
tion, while R. J. Dempsey, of the Wey- 
enberg Shoe Mfg. Company is function- 
ing as head of the welfare committee. 


Chicago 


SALES A SUCCESS 


Merchants Have Shelves Fairly Well 
Cleaned 


The retail merchants of this city are 
well pleased with the success of their 
clean-up sales. While it is true that 
they included many styles of this sea- 
son’s footwear in the sales that have 
been going on, they felt that it was 
necessary to do this in order to make 
the sales attractive. 

However in the large majority of 
cases the merchandise on sale consisted 
of slow sellers, odd sizes and odd lots 
that have been carried over for a season. 
The success of these sales is evident by 
the depleted stocks of the progressive 
merchants. They are now in position 
to place orders for immediate shipment 
for their Fall merchandise as well as 
Spring goods and their stocks are in bet- 
ter condition in the majority of instances 
than they have been for the past two 
years. 


QUESTION OF COLORS 


Newer Shades in Demand by High 
Grade Stores 


The question of the advisability of 
making a big inlay of colored shoes for 
the season which they are entering upon 
within the next week or two has been 
the biggest problem of the average mer- 
chant in this city and the surrounding 
territory in ordering merchandise for 
immediate delivery in order to fill up his 
depleted stock. 

Many feel that it would have been to 
the advantage of most merchants if the 
manufacturers had held off showing 
colored boots until the next season. 
While there is a demand for this class 
of merchandise, it is to be found only in 
the higher grade stores and those who 
are in a position to secure this merchan- 
dise from the manufacturers whom they 
deal with, as these merchants to a great 
extent go to the factory or designate in 
their specifications the leather, and the 


tanner from whom it is to come. The 
smaller merchants have hesitated laying 
in a stock of fancy shoes in colors, 
especially the extremely light shades, as 
they are just rising to a point where they 
feel that they are on their feet again, 
having cleaned up the odds and ends 
which they have had to hold over. 

Local jobbers have anticipated that 
merchants will find a ready market for 
the many styles that are being shown in 
colors and in anticipating the demand 
which will be made upon them have pre- 
pared for it by placing orders in advance 
with manufacturers and are now await- 
ing the arrival of these shoes so that 
they will be able to make immediate 
shipment from stock. 


Friday, August 20, Chicago Shoe 
Travelers Held Last Luncheon Prior 
to the Departure of the Salesmen 
for Their Various Territories 


At this luncheon the secretary read a 
letter from the National secretary ad- 
dressed to the Chicago shoe travelers 
asking them to take up the question of 
what was to be considered a fair price 
for a room in the hotels, with either the 
Governor or the Fair Price Commis- 
sioner of the State of Illinois. An in- 
stance was cited where a fair sized room 
in an office building could be rented to 
display samples anywhere from $400 to 
$600 a year, while the average room ina 
hotel in which a salesman could display 
samples would run from $5 to $14 per 
day, netting the hotel on an average of 
$2,500 a year for a room smaller in size 
than that procured in the office building. 


Cafe Prices Discussed 


The question of prices being charged 
in cafes for various kinds of food was 
discussed to show the increased cost the 
shoe travelers are forced to meet in 
their traveling expenses and that while 
there is being much comment about the 
high price of shoes the relative increase 
of other commodities the country over 
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is so far in excess of the cost of shoes that 
if it was pointed out to each individual 
the feeling is that the public in general 
would assume a much different attitude 
toward the prices that prevail today 
than they do. 

Resolutions were passed thanking the 
Illinois Shoe Retailers, Frank King and 
Dave Davis for the co-operation ex- 
tended in making the Chicago National 
Shoe Exposition and the Illinois Shoe 
Retailers’ Convention such a huge suc- 
cess. Another resolution was passed 
extending thanks to trade publications 
for the services they had rendered in 
co-operating with the two organizations 
in making the convention and exposition 
so successful. 

There was an optimistic air through- 
out the meeting emanating from all 
salesmen and each and every one antici- 
pate that they will find conditions almost 
normal on their territories and they feel 
that this season, while buyers will buy 
with more caution, the volume of busi- 
ness is there and they are going out to 
get it. 





Another Meyer Appears on 
Earth 


Frank P. Meyer, president of 
the Illinois Shoe Retailers’ Asso- 
ciation, is now the proud parent of 
another nine-pound boy. Frank 
says that he is a “humdinger’’ and 
if possible he will try and educate 
him to be a first class shoe man. 











Visiting Eastern Markets 


A. H. Simon, 241 E. 31st Street, left 
with his family, Sunday, August 15, for 
a ten days’ trip East. While he is East, 
Mr. Simon will visit New York, Boston 
and other shoe markets. Mr. Simon was 
recently elected vice-president of the 
Illinois Shoe Retailers’ Association and 
is recognized as one of the prominent 
merchants of the State, having been a 
director of the Association this past 
year. 


Capital Stock Increased 


The Levie Shoe Company of 500-532 
Throop Street has increased its capital 
stock by distributing the surplus among 
its stockholders, from $25,000 to $500,- 
000. 





New Shoe Stores 


Beatty Clothing Company, Soda 
Springs, Idaho, will open branch store 
here. ‘ 

J. B. Twell & Co., New Bedford, 
Mass. 
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Are You Going To Lose Sales This 
Next Month By Not Having Enough 
“CONSTANT COMFORT” SHOES ? 


BETTER FILL IN RIGHT 
NOW FROM OUR STOCK 
DEPARTMENT—EVERY 
SHOE A GENUINE BLACK 
GLAZED KID TURN 












































No. 27 


Fox Jumbe Polish, 93 
This is the season to buy Heel. “In Stock, EEE. 


may: this WELL-KNOWN, 
sn Nise ea a Saas wae: eee 
BLACK KID SPECIAL- 
TIES. Never before have 
we been so well prepared 
to offer you such great 
values in staple styles that 
sell and satisfy. 


50 styles always in stock. 


No, 21 No. 18 


Black Kid Rub. Heel 

Common Sense Bal, 

8-8 Heel. In Stock, ‘ 
D to EE. B to E. 








MEDIUM IN PRICE HIGH GRADE IN QUALITY 


AULT-WILLIAMSON SHOE CO. 


AUBURN Manufacturers MAINE 
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San Francisco 


WEST IS OPTIMISTIC 


A. Katschinski Believes Outlook Is 
Good 


About 75 manufacturers, whole- 
salers and retailers were addressed 
recently by A. Katschinski, president 
of the California Association. He com- 
pared California and conditions here 
with the East, from which he recently 
returned. His subject was: ‘Price, 
Style and the Outlook of the Shoe 
Business.”” Mr: Katschinski dwelt so 
hopefully upon the outlook for coast 
business men, especially with reference 
to the shoe business, that most of those 
present felt distinctly heartened. 

“Since that meeting,” said Mr. 
Katschinski, “some of the manu- 
facturers tell me that the retailers are 
beginning to place orders.”” The burden 
of Mr. Katschinski’s theme was that 
the West is more prosperous than the 
East. “‘We have avoided any demoral- 
ization in business, such as the East 
undoubtedly has experienced and to 
some extent is still experiencing. I 
consider San Francisco the most pros- 
perous city in the United States today. 
The whole West is more prosperous 
than the rest of the country. I think 
everyone feels confident—so confident 
that more buying is now resulting from 
the feeling of stability that is being felt 
in business.” 


Werner Also Optimistic 


A very hopeful view of the situation 
is taken by W. Russell Werner, man- 
ager of the San Francisco house of the 
Frank Werner Company, Walk-Over 
Shoes. 

“Business has improved this month,” 
said Mr. Werner. ‘Things are more 
brisk in August than they were in 
June and July. I do not think we shall 
suffer the slump in business that some 
merchants fear. It is my belief that 
they will be agreeably surprised with 
the Fall business. 

“Industrial troubles that have been 
experienced and are being experienced 
in some parts of the country, are not 
true of San Francisco. There is plenty 
of work here and salaries are good. 
Locally, there is no reason why. busi- 
ness should not be good. 


Easement in Price 


“The slump suffered locally, during 
June and July, scared a good many 
people into believing there was going 
to be a decided drop in prices. Among 
the men-on-the-street there was quite 
a widespread belief that prices were 
about to drop. They all seem to be 
realizing now that there is not going to 


be any very drastic drop, at least not 
immediately, and the demand is rapidly 
returning to normal. 

“There will probably be some ease- 
ment in price, but nothing very drastic, 
and local merchants realize this. Some 
purchasers may talk of ‘before-the-war’ 
prices, but the public as a whole is not 
expecting shoes to be as cheap as they 
were before the war. There are no 
indications of any slump in business.” 


Styles More Conservative 


Speaking of the local demand in 
styles, Mr. Werner said: “Styles in 
men’s shoes are becoming more conser- 
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STORE REDUCING STOCKS | 
Not Much in Favor of 10-Inch Boots 


The Emporium continues to put 
forward a number of “Specials” in a 
wide diversity of lines which, of course, 
include both the upstairs and the 
basement shoe departments. “The 
Emporium is long on shoes and short 
on news,” declared J. H. Ray, when 
questioned regarding these sales, most 
of which have drawn forth mobs of 
purchasers. He added: 

“There is quite a little talk of 10-inch 
boots, but we don’t take much stock in 
it. The reason we have been able to 
carry on so many special sales is that 
we had large stocks on hand. We have 
been selling styles that are the vogue 
today, but we figure that, whichever 








Seen at the California Convention 


Attractive Booth of the Juvenile Shoe Corporation. The Reproduced 
Photograph, of Course, Does Not Show the Color Treatment, Which 
Was Excellent 








vative. There is more demand for 
medium and broader toes. Men’s 
black shoes are beginning to be in de- 
mand. Tans are still the largest sellers, 
but men’s black shoes are showing 
some signs of life which they have not 
done for some time past. The demand 
in tans is for cherry or cocoa calf. 
Men’s low shoes are more in demand 
than they have been in the past. There 
is a falling off in the demand for men’s 
brogues. In women’s shoes, oxfords 
are the largest sellers, but there is some 
demand for high shoes. One-strap 
slippers are very popular for afternoon 
and party wear. The favorite material 
for these slippers seems to be black 
satin.” 


, way fashion jumps, those styles are not 
going to come back, in the immediate 


future. If we slaughter shoes that cost 
$10 for $10 it is following a safe and 
sane course. We have one thought in 
front of us, and that is reducing stocks 
to a safe, sane and healthy basis. We 
have combed the markets of the East 
for desirable shoes and leather, and we 
are not going to duplicate any stocks 
that are in any way extreme in style. 
We have placed a certain percentage of 
our Fall orders and these orders are 
confined to staple shoes.” 


Planning Trip to East 
Paul Teeberg of Teeberg Bros., 
owners of the Royal Shoe Store, is 
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Where to Buy 


Women’s Shoes 














LATEST CREATION IN A BOUDOIR 
Tops bound with galloon. Choice of white 
inings with white-quilted socks or colored 
i alfor ee. Proper height at —_ 
pow an itting pattern to preven 
Best grade en Teather. Outwears 
ordinary 
Blacks, $1.75; Tan, a $1.85; ed, $1.90; 
= and Blue, $2.00; nn hy all colors, 


THE ORIENTAL BOUDOIR CO. Haverhill, Mass 


“SOCCCeeeeeeeeeeeeeeeeee: 
£2 22 EE 
~SCCC Cee eeeeaeeeeeeeeees: 


HAR MAN SHOE COMPANY 





COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS 
Alpha Strap. Made 
in Polar Cloth and 
All Lea 


Pactory, 118 Phoenix Row 


Bostoa Office 
Haverhill, Mass. 110 Lincoln St. 


SILL ii iii ty 








The Line of 100 Styles 
f Comfort Shoes 


‘venegow BROS., Ine. 
Boston, Mass. 








PHILLIPS-CRAM “=. 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 
Boston Office 
207 Essex Street 





E. A. &M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Factor 
Haverhill, Mass. 
Boston Office 
147 Lincoln St. 








BARNETT SHOE E CO., Boston 
Immediate Delivery 
White Cab. Turned Hand Opera 
Pumps and Oxfords, 18-8 Covered 
Louis Heel. A, B, C, D. $2.75 
Same in White Polar Cloth, $2.25 
Terms; Net 30 Days 


COMFORT SHOES 


Black Cab Turn Julietts, 
Rubber Heei, * $1.85 
Same in One Strap Sandals, $1.80 
Terms: 2% 10 days 


SHOE CO. 








110-112 Summer St. Boston, Mass. 
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contemplating a trip east shortly. 
The Royal Shoe Store on Market 
Street has been holding a successful 
sale all this month. 


Back from Vacation 


Harry Gibson, manager of the White 
House Shoe Department has just re- 
turned from his vacation which he 
spent in motoring around Calistoga. 
Mr. Wooten, formerly of the Hanan 
Shoe Store, has joined the forces of the 
White House Shoe Department. Mr. 
Gibson reports business good and special 
sales doing well. 


New 


RETAIL TRADE OFF 


Response to Sales Is Not as Spirited 
as Heretofore 


Developments in the local retail and 
wholesale shoe situation last week were 
lacking. A few clearance sales were 
continued, but nothing of a spectacular 
nature was uncovered. Oxfords for 
both men and women are freely offered 
by reliable merchants at prices ranging 
from $5 to $7. The most popular prices 
quoted by a number of stores were $5.85 
and $7.85. The John Ward Company 
finally put a price of $7.95 upon the 
remainder of its Summer shoes regard- 
less of former prices. Some of the shoes 
sold up to $15 a pair during the early 
part of the Summer. The Regal sale 
with prices beginning at $6.85 con- 
tinues with the company devoting con- 
siderable advertising space and large 
window placards to the sale. 


Don’t Expect Spurt Until Fall 


Response to present sales is not as 
spirited as it was a month or even a few 
weeks ago. The cream of the Summer 
business has passed and few retailers 
expect a spurt in business until the Fall 
season is fairly under way. Fall shoes 
so far displayed in the windows are 
limited to conservative models for both 
men and women. Lighter shades of 
tan predominate in comparison to last 
Fall. The brogue oxford for early Fall 
and Winter wear is being pushed by 
numerous dealers, although there is an 
absence of cordovans. Scotch and 
Norwegian grain leathers are featured 
by the higher class retailers, and a con- 
siderable quantity of black shoes 
are shown in present window displays. 
Some of the retailers are displaying 
both Summer and Fall shoes at the 
same time. The contrast in prices can- 
not help but be strongly impressive 
from the consumer’s standpoint. One 
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Good ‘“‘Ground Gripper’? Business 


Fred W. Gerlach, agent for “Ground 
Gripper” shoes, reports business good. 
This store is in the business section, 
some blocks from the shopping district, 


Sales Are General 

The Hanan Shoe Store, 157 Geary 
Street, is holding its semi-annual sale, 
and is drawing the crowd. Sommer & 
Kaufman, Rosenthal’s and other lead- 
ing stores are holding sales. H. L. 
Bilsborough, of the Buster Brown Shoe 
Store reports that business is steadily 
increasing. 


York 


window is showing oxfords and” pumps 
at $5.85, while another is devoted to 
high shoes around the $15 mark. 


Fall Shoes in Windows 


The London Shoe Store and the John 
Ward Store on Broadway, in the 
vicinity of 42nd Street, are showing 
window displays of men’s Fall shoes. 
Ward’s prices run from $12 to $15 
while the London store prices are $10 
and $12. Both have displays of sale 
oxfords at much lower prices in ad- 
joining windows. 

In several of the shoe stores now, 
placards announce that not more than 
two pairs of oxfords at sale prices will 
be sold to one customer. In some cases 
the placards advise customers to pur- 
chase a pair of high shoes along with 
the oxfords. 


To Push Colored Shoes 


At least three of the New York 
stores intend pushing colored shoes for 
women, according to current reports. 
These are Oppenheim, Collins & Co., 
O’Connor & Goldberg, and the Vogel 
stores. Most of the exclusive Fifth 
Avenue merchants scoff at a vogue for 
colored shoes and assert that they are 
not stocking them at present. They 
take much the same attitude on colored 
shoes that they did regarding the French 
last when it made its initial appearance 
here. Style trend is still in the process 
of development in New York, and little 
that is really new or distinctive has 
made its appearance yet. 


New Women’s Shoe Store 


A new shoe store, exclusively for 
women will make its appearance on 
Fifth Avenue in the heart of the shop- 
ping district. The new store is to be 
known as the Lillianette Bootery, and 
will open at 425 Fifth Avenue, near the 
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corner of 38th Street, as soon as altera- 
tions to the building are completed. 





Wholesale Business Light 


Activity in the shoe salesrooms at 
the Bush Terminal Sales Company is 
light. Sales representatives in the 
building assert that Fall business con- 
tinues at a low level. H. E. Marconnet, 
sales representative for the Selby Shoe 
Company, Portsmouth, Ohio, has re- 
ceieved his new Spring samples and 
expects to show them to the trade by 
the first of September. Representa- 
tives of other firms in the building as- 
sert that they have no information con- 
cerning the date of Spring showings by 
their concerns. 


Real English Brogues on Market 


E. Scheyer & Son, 1441 Broadway, 
are showing a real English brogue ox- 
ford for men, made by Church & Co., 
at Northampton, England, at $13.45. 
They assert that the low rate of British 
exchange at present is responsible for 
the low prices quoted for the shoes. 
This store also is running a sale on their 


regular stock low shoes, consisting of 
Bannister and other makes at $7.95, 
$9.95 and $12.95. 


Meetings to Be Resumed 
The regular monthly meetings of the 
Retail Shoe Dealers’ Association of New 
York, John Slater announced this week, 
will be resumed with the meeting on 
September 21. 


Made Member of Firm 


Alfred E. Oldaker has resigned his 
position as representative for the F. M. 
Hoyt Shoe Company to join the or- 
ganization of Jacobs & Thatcher Co., 
makers of ladies’ shoes, welts and turns, 
sport shoes and riding boots, Fourth 
Avenue and Baltic Street, Brooklyn, 
N. Y. 

The officers of the company are B. E. 
Jacobs, President;A. E. Oldaker, Vice- 
president; C. F. Thatcher, Treasurer; 
E. W. Jacobs, Secretary. Mr. Oldaker 
will have charge of the sales and_ad- 


‘ vertising, look after the large accounts 


in New York, Philadelphia, Baltimore, 
Washington, Pittsburg. etc., as well as 
take charge of the sales force. 


Lynn 


SHOES OF REAL BUCK 


Old-Time Methods of Tanning Used 
on Skins Bought by Watson 


The Watson Shoe Company is mak- 
‘ing boots of genuine buckskin. The 
skins are imported and are tanned by 
methods handed down from the days of 
the Indian tanners: The leather is 
wonderfully strong and light and dura- 
ble. That isto be expected. Buckskin 
was the main reliance of the Indian. for 
clothing, and of the pioneer and cow- 
hoy, too. 

The skins are small, running from 
three to five feet each. Being small, the 
fibres are fine. The leather is finished 
on the flesh side, and it has a wonder- 
fully fine and soft finish. The shoes are 
made with the grain side in and the 
flesh side out. Only skilled shoe 
makers can handle buckskin leather. 
Two colors are used chiefly, a white and 
a fawn color. 

Tanners say that the demand for 
genuine buckskin continues the same, 
year after year. Shoes made of it are 
appreciated by people who really know 
fine footwear. The supply of genuine 
buckskin is limited. 


Few Seams Rip These Days 


Many a shoe merchant may have 
noticed that few seams of uppers rip 
these days. There are reasons. For 


instance, Lynn shoe manufacturers now 
send samples of threads to industrial 
laboratories, and have them tested for 
strength, elasticity, frictional wear and 
yardage value, and then buy threads 
according to the report from the labora- 
tory. Besides, they buy threads with 
that knowledge that is born of expe- 
rience. One stitching room expert has 
been studying threads for 40 years. 
And it is so long since his firm has had a 
complaint about ripped seams that it 
has forgotten about such things. 


**Millinery Medicine”’ 


With a blue kid boot, stitched with 
white silk thread, in his hand, Charles 
D. MacLaughlin, of Bresnahan, Mac- 
Laughlin Company, discoursed like this: 
“Millinery medicine is what the shoe 
trade needs. It has been sick. Like a 
man who has been sick, it needs a change 
to brace it up. The change to millinery 
shoes is the right medicine. Some of 
our best merchants. are testifying that 
it is the right restorative.” 


Ten Cases for Cash 


A retail merchant came to Lynn last 
week and bought ten cases of stock 
shoes, staple styles, like black kid 
boots. He paid cash for them. He said 
he was short of staple shoes for Fall. 
This is a straw which shows the way the 
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Where toBuy 


Women’s Shoes 
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Women’s Novelty 
Styles 
READY TO SHIP 
CASE LOTS 


L. SCHAPIRO SHOE co. 
73 South hg ern ig Mass. 











+s IN-STOCK 
Complete line of Men's 
Everetts, Romeos and 
vana Brown, 

Also Women's Prodtne ty 
Cabretta and Quilted Satin, 


ABBOTT SHOE CO., No. Reading, Mass. 














FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














ALGIER SHOE MFG. CO. 
ier Shoe 


mane SASF NEWYORK 


Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 













The “Spartan” Shoes 


fe 
Girls of All Ages 
The Acme of Perfection 
Carried in Stock 
Send for Our Catalogue 
Bacon-Rollins Co. 
Factory: Lynn, Mass 








“Fernco-Quality” Comfort Shoes | 
Ladies’ Hand Turned 














STRAP SANDAL 
Ease IN STOCK 
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_ toBuy | 
Men’s Shoes 


















































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 



































FOR MEN 
wfio care to dress 


well~ ‘~ 


TDBARRYC2 


"tures == Brockton, Tass 

















Gentlemen’s 
eetiten Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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wind blows, according to the manu- 
facturer. He has reports showing that 
other of his customers are short of 
staple shoes. 


Solid Leather Shoes 


Orders for shoes of solid leather con- 
tinue to come to Lynn factories. They 
call for heels; counters, box toes and 
insoles, of genuine leather. The use of 
certain materials other than leather in 
parts of shoes is commonly acceptable. 
But there are some exceptional cases in 
which buyers insist that even every lift 
of the heel shall be of leather. One 
firm makes a specialty of all leather 
shoes. 


Forty-four Years of Shoes 


V. K. Jones, of V. K. & A. H. Jones 
& Thomas Co., has been 44 years in 
the shoe making business. He has sold 
some accounts for nearly 40 years. 
“Put more real work into business. 
That’s the way to brace it up,”’ says he. 
“Staples are stronger than ever with us. 
We improve them every season. Our 
customers stay with us season after 
season.” 


Specialize on Custom Lasts 


Custom lasts will be the specialty of 
Durkee & Ford, 117 Oxford Street, 
Lynn, a new concern. They will make 
custom lasts for crippled feet, and also 
custom lasts for people who have good 
feet, and are particular about their 
shoes. 
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Monadnock Shoe Company Sold 


The Monadnock Shoe Company, an 
old established concern at Keene, N. 
H., has been sold to a group of shoe men, 
some of whom are connected with Ray- 
mond, Swig, Malloy Company,. Lynn. 
They will continue the business as 
usual, under the old firm name. The 
company’s factory has a capacity of 
3,000 pairs of McKay shoes for women, 
misses and children daily. Raymond, 
Swig, Malloy Company emphatically 
deny a report that their business is to 
be moved from Lynn to Keene. They 
add that the two enterprises will be 
entirely separate. 





Good Comfort Shoe Business 


The Charles O. Timson Shoe Com- 
pany, makers of the well-known Foot- 
ease Comfort Shoes, report a very good 
business in the Southern States. So 
rapidly has their business increased in 
this territory that they have established 
for the convenience of retail merchants 
in Georgia, Florida, Alabama, South 
and North Carolina an In-Stock de- 
partment at Savannah, Georgia, under 
the direction of Basch, Jacobs & Schur. 
Charles O. Timson says in regard to 
conditions, “I look for a very good 
business in Comfort shoes during the 
next year. People generally are fast 
coming to the conclusion that sensible 
footwear is a mighty good investment. 
Judging from the way our line is selling 
we can see no reason why retail mer- 
chants featuring Comfort shoes should 
have any complaint about lack of 
business.” 


Cleveland 


SALES ARE FALLING OFF 


Final ee Being Staged in 
Cleveland 


August sales of oxfords that had been 
setting high records in the earlier weeks 
of the month slacked up considerably 
here the last week, although the record 
for the month stands extraordinarily 
good. 

The week of August 23 to 28 here was 
devoted to clean up sales, with white 
goods and oxfords left over from the 
Spring season featured. Clevelanders 
never saw such bargains as were offered, 
although the selections of styles and 
sizes was not so varied and numerous as 
earlier in the year. But the consumer, 
who could find her size and style that 
suited, certainly got a bargain. 


From $4.60 to $8.60 
Typical of the last week of August 


sales was that conducted at the Stone 
Shoe Company. Shoes that sold as high 
as $15 were all lumped and could be 
purchased at $4.60, $5.60, $6.60, $7.60 
and $8.60. Included in the offering 
were thousands of pairs of the season’s 
best models—ties, pumps, oxfords, 
straps, etc. ‘ 

At the Pocock-Wolfram store an 
August clearaway of women’s low shoes 
included every pair of pumps and ox- 
fords in the store at the prices of $5.65, 
$6.65 and $8.65. There also was a lot 
of 1,000 pairs that went on the bargain 
counter at special prices. © 

These shoes in these final sales cam- 
paigns were sold in some instances for 
less than the replacement value, and for 
less than the same shoes can be bought 
for next year, and the consumer seemed 
to realize this. She bought in two and 
three pairs, and thousands of them 
came to the shoe stores. 
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Stocking Up for Future 


Never were so many special sales 
conducted in Cleveland shoe stores as 
in the Spring and Summer seasons that 
ended August 28, and it is safe to say 
that the Cleveland consumer never 
went over the Winter with as good a 
supply of Spring and Summer shoes as 
she will carry through the Winter of 
1920-21. 


FALL SHOES DISPLAYED 


Big Sale of Boots Expected—Oxfords 
in Minority 

While the merchants were scrambling 
to clean up their odds and ends of their 
Spring and Summer stocks, the first 
signs of the Fall season were to be seen 
here and there in the display windows. 
Of course the Summer goods pre- 
dominated in the displays, but the Fall 
goods made a strong bid for recognition. 

The merchants will make an un- 
usually attractive display this season 
judging from the styles shown. They 
are varied and made along attractive 
lines. They are certain to make a neat 
appearance, and to appeal to the femi- 
nine consumer. 


Starts August 30 


The Fall display will start in earnest 
the thirtieth day of August, and mer- 
chants are planning special decorations 
to emphasize the arrival of the new 
season. Instead of the flowers that have 
been seen in the windows for the past 
six months, there will be colored leaves, 
indicative of the season that brings the 
dissolution of foliage and falling leaves. 
Other decorations appropriate to the 
Fall will be seen. 

There will be a display of oxfords, 
for many merchants believe they will be 
worn, on account of price conditions, 
with wool stockings. But the oxfords 
will be in the minority in the displays, 
and practically every merchant inter- 
viewed looked for big sales of boots. 


Some Overweight Soles 
Brown and black boots will be seen 
in all windows, with the browns pre- 
dominating. The run on brown goods 
that started during the war continues 
unabated and a big sale of this color is 
anticipated for the seasons ahead. 


Some overweight soles are to be seen 


RETAIL STOCKS LOW 


Merchants Clean Up—Then Buy 
for Fall 


Retail merchants are elated over the 
success of their clean-up sales. It is 
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among the models, as well as Russia 
calf and wing tipped brogue models. 
The models all run to Cuban heels of 
from 12-8 to 16-8. 

The men will have a large number of 
models to select from also. Russian 
calf with swagger-looking shoes in 
brogue effects seem to be the big fea- 
ture of the new styles. More attention 
to making the man’s foot appear grace- 
ful and nobby seems to have been taken 
in the 1920 Fall styles than is generally 
the case when the models are made up. 


Retail Stocks Low 





There is one peculiar condition about 
the trade in this city that is attracting 
considerable comment. Never have 
Cleveland merchants gone into a new 
season with stocks so low as they are at 
the present time. They have been 
pushing their Spring and Summer goods 
to the limit for months, and they have 
not purchased as heavily for Fall and 
Winter as they have in the past. 

Some of the merchants looked for- 
ward to a gradual and slow readjust- 
ment in prices and they placed their 
orders for Fall goods, buying largely of 
staples. These men were in the mi- 
nority, however. 


Brown Shoe Company Man Back 


David W. Brill, of the Brown Shoe 
Company, has returned from a gather- 
ing of representatives of the company, 
and he has settled down to a long 
Winter’s grind of work. He has brought 
back with him an attractive line of 
models that he is exhibiting to the trade. 


Store Front Remodeled 


The Chisholm-Biltwell store at 2041 
East 4th Street has been greatly im- 
proved by the remodeling of the front 
entrance, which has just been com- 
pleted. Instead of a display window 
flush with the street, the new one sets 
back about six feet, with a window 
display space on either side leading 
from the pavement to the entrance 
doors, one to the north and the other to 
the south of the big center display win- 
dow. There is a spacious vestibule that 
will accommodate 50 persons, and it has 
been well visited the past week by con- 
sumers anxious for a glimpse at the new 
Fall styles. 


Columbus 


true that many styles of this season’s 
footwear were included in these sales, 
but in most cases they were slow sellers 
and odd sizes. With these goods the 
merchants placed on sale all the odd 
lots of previous seasons for one grand 
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Men’s Shoes 
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WATERPROOF 
‘ood Sole Boots and Shoes, 
Grain, Full Bellows 
and Back Strap. 
Reiteneentivewhe 


you can sell these shoes 


A.H. Riemer Shoo Co Ce. : 
gg tw le 
Established 1887 














Stock Dept. 5 <% 
Is at Your Service SS 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








135 >SILYLES 


nauiretatietints 
SEE OUR CATALOG 


196 CHURCH STREET,N.Y. 











THE ““TOQUGAS” SHOE 


BETTER THAN THE BEST 
Strengthen cr line with the 5-4 3 
men’s woe Ue can send you. In stock 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

161 Summer St., Boston 








BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 
Sole Footwear 


suom. 4 4 a6 Inches 
BOOTS, 14 to 20 Inches 


Send for Colaleg and 











REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 








Where to Buy 


Shoes at Auction 
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HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 








Every Wednesday and Friday 
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Where to Buy 


Children’s Shoes 

















AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 

















WYC.Gooddger 


Manufacturer of 
Children’s Dlexible Gurn Shoes 


89 Allen St, Rochester, > 












SOFT SOLES 
A Wonderful Line for the 
Wholesaler 





ing in prices from 
o608 epweres Also 
aline of ladies’ Pump 
Straps in all styles 
colors. 1 pi 





and 
and 2 
NU BABY SHOE CO., East Lynn, Mass. 








Soft Soles and Moccasins 
Ask your Jobber for our 
oods. We do not sell 
the retail trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








SHOE BUYERS ATTENTION! 
BROOKLYN MADE 

Children’s and 

Misses’ Turns 


SCIENTIFIC sh08 co. Ine. 





BR 5 . 
BOSTON Office, 147 Lincoln Street 








PII iy) 


ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 
Write for Catalog 
F. W. HAHN CO. 
ROCHESTER NEW YORK 














“ELAM”? 


Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 








H.H.FREELAND 
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“clean-up.” The success of these sales 
are proved by the depleted condition of 
shoe stocks in all stores in this city. 
This will give the merchant an oppor- 
tunity to handle a good stock of Fall 
footwear, many placing additional or- 
ders for goods owing to the condition 
of their stocks. Merchants are looking 
forward to a big Fall season in oxfords, 
and predict that mahogany will be the 
popular color. 


STYLE OPINIONS VARY 


Some Merchants Expect Demand 
for Louis Heels 

There is a difference of opinion 
among local merchants as to the de- 
mand for Cuban and military heel 
goods. Some say these styles will be 
in big demand, while others point out 
that the women will call for this style 
and as soon as they see them on their 
feet they will change their mind and 
demand the Louis heel and, for this 
reason, are placing orders for “‘several 
styles” of this heel, so they will not be 
caught “short” when, and if, the de- 
mand changes. 

It is not expected that the wool hose 
fad will meet with much favor among 
local women. Spats will again be much 
in favor, according to several local 
merchants. Fall footwear is beginning 
to arrive and within the next ten days 
will see many stores decked out with 
their new Fall styles. 


Seale Proves an Attraction 


A large scale placed in the entrance 
way of the Dunlap Shoe Company store 
attracts many passersby to stop and 
weigh themselves. This scale is kept 
“correct” at all times and it is surpris- 
ing how many take advantage of this 
opportunity of getting their correct 
weight, free of charge. The writer 
counted one hundred and sixty-two 
people that took this occasion of weigh- 
ing themselves in two hours on a Sun- 
day evening. About three-fourths of 
these people stopped and looked at the 
styles of footwear that were displayed 
in the windows and made many com- 
ments on the bargains found there. 


New Plants Nearly Completed 


The new plants of the C. & E. Shoe 
Company, Julian-Kokenge Company 
and the Godman Shoe Company are 
fast nearing completion. The C. & E. 
Shoe Company expect to occupy their 
new home about the first of September, 
while the others expect to occupy their 
plants soon. These new buildings are 
fire-proof, being built of re-inforced 
concrete throughout, and will contain 
every modern device for the safety and 
convenience of employes. 
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Goes to Sorosis 


William H. Hast, formerly manager 
of the women’s shoe department of 
The Morehouse-Martens Company, is 
now associated with The Sorosis Shoe 
Company. This firm operates the shoe 
department of The Dunn-Taft Com- 
pany. 

George H. McGeehan with the 

C & E Shoe Company 


Mr. McGeehan was connected with 
the C. Gotzian & Co. of St. Paul for a 
number of years in various capacities 
and worked up to the position of Ad- 
vertising Manager and asst. in Credit 
Department. ; He left these people to 





GEORGE H. McGEEHAN 


In Charge of the Credit and Collection 
Department of the C & E Shoe Co. 


associate himself with the F. Mayer 
Boot and Shoe Company of Milwaukee, 
and continued with this firm for nine 
years, being in charge of Adjustments 
and Collections and Junior Credit 
Manager. . 








Vacation News 


K. L. Reed of the G. Edwin Smith 
Shoe Company and Thos. R. Plant of 
the H. C. Codman Shoe Company have 
returned to their Columbus homes after 
having spent the Summer months at 
their Summer home in northern Michi- 
gan. A. E. Pitts, president of the A. E. 
Pitts Shoe Company, and his wife, have 
returned to Columbus, after having 
spent several months at their Summer 
home in Michigan. John J. Baird, of 
the A. E. Pitts Company, with his wife, 
are now enjoying their Summer vaca- 
tion in the northern. part of Michigan. 
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St. Louis 


WHOLESALE TRADE BETTER 


Merchants Showing Disposition to 
Buy More Freely 


Reports are beginning to come in 
from the shoe salesmen who went into 
their territories early in the current 
month and a better line on the buying 
situation, at least in the smaller cities 
and towns, is being obtained. For the 
first two weéks of the trips very little 
buying of any character was done, but 
since that time there has been a change 
in that retailers are showing an inclina- 
tion to buy a little more freely, although 
the bulk of the reports show that the trend 
is toward the new styles and novelties 
that have been presented to attract 
trade. As to the matter of price, on these 
novelties, etc., the disposition is not to 
question prices to any extent, the buy- 
ing being done at the figures given by 
the salesmen. Generally, therefore, 
the orders are for the higher-priced 
footwear. 

Relatively little buying of staples as 
yet is reported and on the cheaper 
grades there seems to be no buying at 
all to speak of. On this point it is re- 
ported that the retailers have ap- 
parently determined to make cheap 
shoes out of goods in stock which they 
want to move before making any addi- 
tions to their capital investment other 
than such as are necessary to put their 
stocks in line for the early Fall buying. 
Not all the salesmen are as yet in their 
territories, some of the largest produc- 
ers being included in this class, and, in 
consequence, the reports that are com- 
ing back are not yet sufficiently com- 
plete or widespread to make them a 
complete basis for analyzing the present 
situation. 


Fall Styles Not Displayed Yet 


Aside from some of the stores already 
reported as having made advance show- 
ings of their lines for Fall the retail trade 
of the past week or two has shown 
no special feature. Vacation and east- 
ern buying trips are not completely 
over and the formal openings of the 
garment houses and departments have 
not yet been scheduled. This is holding 
back the general presentation of the 
Fall lines. Most of the retail stores and 
departments are emphasizing the very 
last cut in prices on odds and ends and 
with the end of the present month will 
have concluded their clearances, bring- 
ing them quite up to the time for the 
new season’s formal opening with 
September. A considerable proportion 
of the local stores are featuring school 
shoes and similar lines of footwear for 
the youngsters just now, as the school 


terms open with the Tuesday following 
Labor Day. 


Preparing for Outing 


The committee of the Associated 
Shoe Retailers of St. Louis, appointed 
at the June meeting to prepare for the 
September gathering, which is always 
an outdoor affair, has about completed 
its plans and will hold the meeting on 
the second Wednesday evening in 
September. As usual the ladies will be 
invited, this being the one session of 
the year on which they participate in 
the meetings of the shoe men. Full 
announcement of the committee of the 
details, including the location of the 
affair, is expected within the next few 
days. 


Wholesalers Selling at Retail 


Renewed efforts on the part of the 
small jobbers of St. Louis to work off 
their surplus stock have taken the form 
of additional advertising of a retail sale 
in a store room temporarily occupied in 
the center of the retail section of the 
city, While there has, as is natural, 
been some buying done by the consumer 
trade, the sale has not made much head- 
way as the merchandise offered is 
chiefly of the strictly Summer type and 
style and therefore not much wanted 
either for Fall wear or to carry over 
until next Summer. This latter argu- 
ment has not appealed, as the con- 
suming trade has the feeling that even 
if shoes are not lower for Winter they 
will be for next Summer and is govern- 
ing itself accordingly. 


Store Addition Opened 


Walter B. Huette, operating two 
retail shoe stores in the central part of 
the city, handling popular price lines, 
returned from a vacation in Michigan 
to witness the completion and opening 


’ of an addition to his Sixth Street store 


which has been in course of preparation 
since last Spring. The new store is now 
double its former size, with two en- 
trances. On one side women’s lines are 
handled, and on the other men’s and 
boys’ footwear. Each of the two sec- 
tions is so arranged that the high shoes 
are handled on one side and low on the 
other. The show windows are well 
arranged and give opportunity for four 
distinct displays if desired. 


Preparing for Milwaukee Conven- 
tion 


While the St. Louis Association of 


Shoe Manufacturers and Wholesalers 
has not been, as a whole, especially 


Where toBuy 


Children’s Shoes 


THEILBRUNN ESN) 


IN STOCK—Specialties in 
Women’s, Misses’ and Children’s 
Shoes, Slippers, Spats, etc. 











In Stock Indian Moccasins 


No. 14830 BEADED VAMP 
Men’s 7toll bs 4 


Infants’ Ito 5 
The Westcott- Whitmore Ce 
Syracuse, N. Y. 








STICKLES 


KO-REC-TOE 


TRADE M. ARK 


THE L. D. STICKLES SHOE COo., Mfrs. 
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IN-STOCK 
Infants’ and Children’s 
Fine Shoes 
Our Catalog for Fail is Now Ready 


JOHN M. AHEARN SHOE CO. 
683 Atlantic Avenue, Boston 
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Ballet Slippers 











WI 


BALLET SLIPPERS 


Black Kid, $1.55 and $1.85 grades, women’s 

Black Kid, $1.50 and $1.77 14 grades, misses’ 

Black Kid $1.45 and $1.70 grades, child’s 
Discount, 2% Ten Days 


JOHN E: McNAMARA 





BUY THEM NOW FOR 
FALL DELIVERY 


- . $1.75 
1.65 
. 8% to Tots 1.55 


Watace Ten Cents a Pair More 
PURITAN SHOE CO., Inc. 14 Reade St, N.Y. C. 








“Flexo” 
GYMNASIUM 
- SHOES ae a 


Women’s Dull Goat Oxford, $1.30 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 
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Standard Shoe Materials 














Celored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 














* COATED GEM DUCK 
yom BACKING CLOTH 
ubber and Leather 
°*= Dee Fost Welting 
Sheet Rubber Soling 
B. gE. CHAMBERLIN 
84 Summer St. 
A SOSTON 
Formerly Walpole Shoe Supply Co. 





T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F.E. E JONES, Treas. 


F. E. JONES COMPANY 


covors MAT KID 





95 South Street, Boston 
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The’ One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. 28 50ut" Syst 


Tanneries at Danversport 











GUARANTEED 
TWO YEARS 
Hub Gore means ity and 
ety ST 


BOSTON Agee NEW Toes OFFICE 
52 Chauney S 395 Broadway 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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active during the Summer, preparations 
for the Milwaukee convention in Janu- 
ary have been carried on by the com- 
mittees in charge of the various divi- 
sions of the work. Preparations are 
also being made for the tri-state con- 
vention of Missouri, Kansas and Ne- 
braska which will be held in February 
or March next. In connection with this 
latter convention the St. Louis Shoe 
Travelers’ Association has undertaken 
the presentation of a style show on one 
evening and a committee consisting of 
J. C. Woodworth, representing the 
Howard & Foster Co., Brockton; L. F. 
Trampe, representing the Boyd-Welsh 
Shoe Company of St. Louis; A. G. 
Milius, representing the Hamilton 
Brown Shoe Company of St. Louis, and 
J. P. Chambers of the Pedigo-Weber 
Shoe Company of St. Louis, will make 
the preparations therefor. 


St. Louis Manufacturer Says Style 
Stimulates Business 


“Style has a lot to do with creating 
business for the retail dealer,” says Al. 
Johansen, buyer for the Roger Shoe 
Company, manufacturers of .women’s 
style shoes. ‘‘Mostly every retailer has 
plenty of shoes, but the addition of new 
and really new styles has a wonderful 
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effect on sales of styles that are just a 
little behind the times. The retailer 
who will make a careful study of what 
women will want in footwear and has 
his business in a flexible condition ready 
to absorb new styles, just that retailer 
is going to say at the end of the yea,— 
My business during the year was very 
good and I made a nice profit.” 


July Shipments Break Record 


Peters Shoe Company report the 
largest shipment in July in the history 
of the company. August is also show- 
ing a correspondingly good gain over 
that of a year previous. 


Vacation News 


W. G. Battle, general manager of 
James Clark Leather Company, has 
returned from a three weeks’ vacation 
spent in the north. 

Abe Tober of Tober-Saifer Shoe Com- 
pany is spending a month in Colorado 
with his family. Mr. Tober will be 
back on the job the first week in Sep- 
tember. 

Harry Vinsonhaler, of Vinsonhaler 
Shoe Company, returned last week 
after a two months’ vacation spent in 
New London, Conn. 


Brockton 


BROCKTON STYLE SHOW 
PREPARATIONS 


The 35 or more Brockton and South 
Shore shoe manufacturing concerns 
which are to make exhibits at the Shoe 
Style Show at the Brockton Fair early 
in October are now making up their 


lines of samples. Men’s and women’s” 


welts are to be shown in great variety. 
Special pains will be taken by style 
designers to produce patterns which 
will be thoroughly representative of 
local leadership in men’s and women’s 
fine welts. In addition to the shoe dis- 
play and the Style Show, the latter 
illustrated by living models, there will 
be a “‘street’’ of shoe store windows to 
illustrate the merchandising of footwear. 
Also, plans are now maturing for a 
typical Brockton district factory in 
operation producing men’s and women’s 
shoes, thus practically demonstrating 
to the thousands of visitors at the fair 
the production of shoes in Brockton 
and South Shore towns. 


Spring Samples Soon to Be Shown 


Although the season will be a little 
later than usual as regards the depart- 
ures of Brockton salesmen for their 
territories in the West and. South, yet 


samples are being rapidly finished and 
will be in readiness early in September. 
No radical changes will be made in 
lasts or patterns the coming season, 
style plans generally calling for filling 
in where additions are needed and mak- 
ing the lines as complete and attractive 
as Brockton shoes always are. 


Stock Departments Ready to Serve 


Merchants who buy Made-in-Brock- 
ton footwear appreciate the advantages 
offered by factory in-stock departments 
as regards the buying of seasonable 
goods for immediate delivery. For the 
Fall season the stock departments will 
be of greater importance than ever 
before, owing to the needs of merchants 
for goods for which orders have not 
been placed in advance. Factory in- 
stock departments of practically all 
Brockton concerns are well stocked with 
lines of men’s and women’s welts and 
are ready to serve customers. 


The Ten Dollar Shoe 


“A popular retail price for men’s 
welt shoes the coming season will be 
$10,” said a Brockton manufacturer, 
in speaking of prices. “This figure,” 
he continued, “‘will give the merchant a 
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good shoe and the customer a price by - 


which he will avoid paying the luxury 
tax which prevails on merchandise 
retailng at more than this figure. 
Brockton shoes to retail at $10 will be 
shown in very attractive styles, and 
merchants will have a wide choice of 
materials, lasts and patterns.” 


New Concern Getting Under Way 


John C. Kelly Company, manufac- 
turers of men’s welt shoes, recently 
established business in a new plant in 
Brockton. They are now getting under 
way in the production of goods. Work 
has begun in the cutting room and 
machinery is being installed for other 
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operations. The factory soon will be 
under full headway in the production 
of Fall orders. Spring samples are 
being prepared and will be shown to 
the trade early in September. 


The “Brogue”’ Pattern 


“The popular brogue pattern,” said 
a local manufacturer, “will, in my 
opinion, be good for another season at 
least in men’s shoes. In women’s foot- 
wear I think the brogue will go well for 
two more seasons. I have noticed dur- 
ing a period covering many years of 
manufacturing that an extreme style 
in shoes always goes a season farther 
in the women’s than in the men’s 
lines.” 


” 


Haverhill 


BEAD EFFECTS ON WOMEN’S 
SHOES 


Haverhill Manufacturers Plan Great 
Variety 


For the Spring of 1921 Haverhill shoe 
manufacturers producing women’s turn 
footwear are preparing to show a great 
diversity of effects in slipper beading. 
Full and cut out vamps, cut out quarters, 
straps and other patterns make a strong 
showing of beading in solid or varied 
color effects. In fact, there is practi- 
cally no limit to the designs or variety 
of the beadings. In fact, the beading 
tendency is so pronounced that there is 
no doubt that these patterns will lead all 
others in Haverhill showing of women’s 
turn slippers for 1921. 


Difficulties in Bead Work 


An important point in connection 
with these beading designs is the fact 
that they are produced entirely by hand. 
Hundreds of women in Haverhill and 
vicinity sew beads on to the leather or 
other material of the uppers. Many of 
these women have had years of experi- 
ence in this work and are very expert in 
evolving new designs for diversifying the 
arrangement of the beading. For the 
reason that this work is all done by hand 
itis impossible to push it through as 
quickly as would be done in the cas¢ of 
machine production. The bead sewers 
must take time and if, for any reason, 
they are inclined to omit a few days’ 
work, production lags accordingly. 
Merchants who place orders for beaded 
work will understand that Haverhill 
manufacturers put forth their best 
efforts in this production. Under the 
conditions with which the work is per- 
formed, however, it is sometimes subject 
to delay. There will be a large sale of 
beaded footwear throughout the coun- 


try during the coming year. Haverhill 
manufacturers will produce these goods 
in the quickest time possible tnder 
the conditions which the work is 
produced. 


Making a Selling Trip 


’ Vernon H. Moss of Welch, Moss & 
Feehan Co. is making a three weeks’ 
trip among the wholesale trade, covering 
the principal cities in the Eastern and 
Middle States. He is showing samples 
of the women’s high-grade novelty 
welt footwear manufactured by this 
concern. 


Good Business on Staples 


Women’s comfort shoes, boudoir slip- 
pers, and similar staple lines are having 
an excellent sale at the present time for 
Fall delivery. Factories making this 
class of goods are quite busy. 


Occupying New Building 


Ellis & Hussey, makers of cut soles, 
are now occupying their new factory 
building on Essex Street. Offices have 
been removed from the old building on 
Wingate Street to the new structure, 
where temporary quarters are being 
used, pending the fitting up of perma- 
nent offices. 


Change of Firm Style 


The Haverhill Shoe Jobbing House, 
manufacturers of women’s boudoirs and 
similar goods, with headquarters on 
Essex Street, has changed its name to the 
Silver Shoe Company, by which title it 
will, in future, be known. 
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Engraving and Printing 





























ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 

















COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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Window Trim Material 














Window Displays 


BACKGROUND PAPER 
ARTIFICI ALYLOWERS ete, 


; Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Ine. 
30 Reade Street, New York 











DISPLAY MEN 
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Miscellaneous 




















Manufacturer : 
oF QUARITS PUCILES 
Exclusive ~tdesigns 





A good leather BOW or a BUCKLE 
made by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 














MEYER’S THREAD 
Is the Safe Thread 
Fee dependable shoemaking. 

ee! "t to our — for = 
quality rite for sam 
and test it yourself. 
a= sy in 156 different indus- 
tries including shoe trade. 
EYER THREAD CO. Lowell, Mass. 





OF EVERY DES 
BEADED AND! 
BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO 


198 MONTACUE ST BROOKLYN N Y. 


hae 
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You need this book on 


SHOE WINDOW 
DISPLAYS 
Get it today! $2.75 postpaid 


FRANK P. TAYLOR 
381 Wash’n St., Boston, Mass. 
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600d shoe buckles 
ever since 1905 


-AL TERSON ¢ G “CO. 
Re Neh Lily N, y 


CK LS. 
102 W 54 St. 





SALES LETTERS 


MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 
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Restore Weigh Bearing Where i Belongs 
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Corrects Foot Weaknesses 
Naturally 
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Boston 


RETAIL TRADE STAGNANT 


Sales Continue in Most Stores—Few 
Fall Styles Displayed 


Men and women of Boston have 
bought about all the shoes they are 
going to buy until the new styles come 
in, judging from the volume of sales re- 
ported by store managers. There has 
been a perceptible slackening in demand. 
This is particularly true of the trade in 
men’s shoes. Women continue to buy 
in fair numbers but not to the same ex- 
tent as in the past. 

Fall styles in shoes have not yet put 
in their appearance in windows. One 
or two shops, it is true, have had dis- 
plays of new models but the majority 
are still displaying Summer merchandise 
at a price which drops from week to 
week with almosy religious regularity. 
Stocks, it is whispered, are getting low, 
which is a hopeful symptom. 

In marked contrast to the displays in 
the shoe stores are those in the big de- 
partment stores, where displays of ad- 
vance Fall styles in coats and suits are 
common. It is not that department 
store price reduction sales have ceased 
but that merchandise managers and 
buyers have come to realize the necessity 
of stimulating buying interest. The 
necessity of selling off old stock and of 
stimulating interest by displaying new 
styles has led to some rather unusual 
window displays—divided half and half 
between Summer goods and Fall mer- 
chandise. The Summer goods bear 
attractive price labels. Prices of the 
newer styles are left to the imagination 
of the window shopper. 


MERCHANTS BUYING STAPLES 


Wholesale Trade Gets First ‘* Whiff”’ 
of Fall Business 


There have been a few sales made in 
the Boston wholesale market recently— 
enough to justify a more optimistic feel- 
ing than that which has prevailed for the 
past month or more. None of the sales 
were large but they were made to mer- 
chants in parts of the country far re- 
moved one from another, showing that 


retail stocks are gradually being de- 
pleted the country over instead of in one 
locality only. 

What buying there has been has been 
confined, however, to staple styles. To 
date, no market has been developed for 
the newer models with which the manu- 
facturer hopes to capture the market 
later on. 

Opinions vary, both as to the date of 
business resumption and as to the styles 
which will be most popular when that 
resumption manifests itself. It is con- 
sidered a safe bet, however, by far- 
seeing wholesalers and manufacturers, 
that business will pick up perhaps sooner 
than expected—that merchants, on 
suddenly finding their shelves bare, will 
come into the market with a rush and 
buy either from in-stock departments or 
from manufacturers who can give the 
best delivery dates. 


ON EDUCATIONAL TRIP 


M. M. Goldfarb, New Jersey Buyer, 
Inspects Shoe Factories 

A recent visitor at the “Recorder” 
office was M. M. Goldfarb, buyer and 
manager for S. Lang & Sons, shoe store, 
New Brunswick, N. J. Mr. Goldfarb 
was here on a vacation and educational . 
trip. He wished to make a study of 
shoemaking from the last to the finished 
product, and selected a woman’s factory 
in Boston and a man’s factory in Brock- 
ton to make the survey. Mr. Goldfarb 
also did some buying while in this 
market. 

He reports that the shoe business is 
good in New Brunswick. In the S. 
Lang & Sons’ store, the lowest price at 
which shoes have been marked is $4.95, 
and the prices have ranged up to $9.85. 

Mr. Goldfarb thoroughly believes in 
correct fitting. “In our New Brvns- 
wick stores,” said he, “a woman cus- 
tomer is never asked what size she wears. 
If she tells us, well and good, but we al- 
ways use the size stick, and let the stick 
do the dictating. We also measure the 
width of the foot. It is important that 
shoe salesmen should be able to judge 
quickly the type of customer in front of 
him.” 


Buffalo 


PUBLIC BUYING FREEL Y 


Stocking Up for Next Year in Belief 
That Prices Will Be Higher 


Buffalo stores are having their final 
clearance cf low shoes. Believing that 
prices on similar merchandise ‘next year 


will be even higher than those prevailing 
during these clearing sales, Buffalonians 
are liberally buying this low footwear. 
So far as general conditions are con- 
cerned, local shoe merchants are quite 
optimistic regarding their Fall trade. 
A local manufacturing concern, employ- 
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ing about 8,000 men and women, re- 
cently laid off about 2,000 employes. 
The rumor was then spread that a 
general lay-off was pending and that, 
the purchasing power of many Buffa- 
lonians would thus be limited this Fall 
and Winter. The company in question 
promptly explained that the lay-off was 
caused only by a shortage of material; 
that the men and womentemporarily out 
of work should not leave Buffalo 
because in a short time they would soon 
be called back to their old jobs. Other 
concerns, who have cut down their 
forces somewhat are making the same 
explanation. The pessimism caused by 
the lay-offs has therefore disappeared 
and local shoe merchants, who draw a 
heavy business from employes of Buffalo 
factories, are preparing for a lively 
Autumn trade. 


Sale Prices Quoted — 


Recent features at Buffalo stores 
were: C. B. Marsh, white canvas pumps 
and oxfords, $3.85; William Hengerer 
Co., new Fall footwear, women’s Russia 
calf boot, dark or medium shade, $12; 
Walk-Over store, women’s Fall walking 
oxfords, with moderate heel and dressy, 
receding forepart, $9; Watters, men’s 
low shoes at $6.85 to $10.85; J. N. 
Adam & Co., women’s low shoes, five 
models, $7.50 to $8.50 values, at $4.75; 
Newark, men’s $7.85 oxfords at $4.48; 
Morton, August clearance, men’s, wo- 
men’s and children’s shoes at $1.98 to 
$3.98; Sattler’s, clearance at 25 per cent 
discount; Kinney’s, anniversary sale, 
“old time low prices, $3, $4, and $5 for 
service-giving, stylish footwear.” 


Funeral of Former Merchant 


The funeral of Frederick W. Lamy, 
formerly in the retail shoe business in 
Buftalo, was held recently from his ome 
at 40 Woodlawn Avenue. Mr. Lamy 
retired from the shoe business some time 
ago and spent the later years of his life 
in travel and study. Of a studious and 
retiring disposition he sold a profitable 
store which he had established at Lloyd 
and Main Streets. Then he was only 
43 years old. Since his retirement he 
made nine trips to Europe and one jour- 
ney to the Orient. He became the 
master of five European languages. 


Ordinance Interferes With Trade 


Several shoe stores are located in the 
middle of blocks of the downtown busi- 
ness section. The proprietors of some 
of these establishments feel that they 
are losing money on account of this 
city’s new ‘“‘jay-walking” ordinance. 
The law prohibits pedestrians from 
crossing Main Street, downtown, except 
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at the corners. Enforcement of the 
ordinance is also causing shoppers much 
inconvenience, according to the store 
managers. The William Hengerer Com- 
pany, which has a large shoe section, is 
located in the middle of a block. In 
former days thousands of shoppers daily 
crossed the street to and from this store. 
“Traffic in Main Street is so congested 
that shoppers have difficulty in crossing 
the thoroughfares during busy hours,” 
said a representative of the Hengerer 
Company. “They are frequently de- 
layed for considerable periods at the 
street corners. The busy shopper 
should have some consideration and 
some effort should be made to establish 
crossing lanes in the middle of the 
busiest blocks.” 


Good Slogan—Good Policy 


“The Best That’s Made in Every 
Grade” is the slogan of Kenneth W. 
Watters of the Watters shoe stores of 
Buffalo and Niagara Falls. In_ this 
connection, Mr. Watters recently made 
this announcement: 


BEST SHOEMAKERS CONCEN- 
TRATE ON ONE GRADE 


As in green corn, fried chicken, pump- 
kin pie, strawberry shortcake, oil, steel 
and personal appreciation, America 
leads the world, so also does it lead in 
shoemaking. 

Be still; there’s no room for argu- 
ment! Even the English admit the 
superiority of American-made shoes and 
the reason is simple. Like a good golfer 
the good shoe manufacturer ‘“‘concen- 
trates.”” He pins his mind to One Thing 
at a Time. He disobeys one law of 
Economics, for he actually puts “All of 
His Eggs in One Basket.”” He sets out 
to make one grade of shoes better than 
any other one man can make that 
especial grade. 

And to do that he must have his own 
kind of labor. That’s why the thought- 
ful observer will find different kinds of 
shoe making labor concentrated in dif- 
ferent parts of the country. We find 
out these Concentration Points and give 
them our respectful attention. We 
found that more real shoemakers who 
can sew by hand are in Newark, N. J., 
than in any other place. That means 
that the very highest grade of men’s 
shoes come from there. Our famous 
Johnston & Murphy shoes come from 
Newark and they are the choicest to be 
found anywhere. 

You see it merely justifies our slogan: 
“The Best That's Made in Every 
Grade.” 


Kenneth W. Watters. 
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Where to Buy 


Miscellaneous 

















USINESS men _ should look into the 
merits of the Underwood Bookkeeping 
Machine, which is being adopted rapid- 

ly throughout the business world. It saves 
time and money, condenses records and sim- 
plifies your entire office plan. 


Underwood Typewriter Co., Inc. 


New York, U.S. A. 
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Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 








umit 
BENCH MADE 


BALL 


CHICAGO 








orrér FREE USE 


Of Shoe Cuts, Covers, Borders, Ete., for your 
Booklet, Catalog or Folder, if you place the 
ees or we will Sell Shoe Electros 
at $1.25 each. 

SEND FOR FULL PARTICULARS 
N. H. GROVER CO., R 63, 161 Summer St., Boston 











Where to Buy 


Shoe Polishes 




















The Proper Dress- 
ing for Every Shoe 
Griffin Mfg.Co., Inc. 


67-69 Murray St. 
New York 











Dest In Sherr Claes” 
\e 


WHITE 
CAZAM UNBURNABLE 


for white buck, ete. for white kid, ete. 
NATIONAL SHOE MPG. CO., lac. 
PHILADELPHIA, PA. 
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No. 403X—Hav. Brown Kid Wh. 

Qtr. 9-inch cut out Top, Perfora- 

tion Imitation Tip, 18-8 Lea. ao 

Heel, Flexible McKay. A to D 
$8.00 


No. 404—Black........... $7.50 





SEND FOR OUR Wood Lo 





IN-STOCK NOW 
FIRST AS USUAL 
A No. 402X—Hav. Brown Kid, % 


No. 401X—Midnight Blue Kid 
Wh. » 5 5 eng ie 


Fox, 9-inch Top, Imitation Tip, 14- 
8 Heel, Flexible McKay, A to D. 
7.00 


- 





mite Flexible, Me. LATEST FOLDER 


eeeeeerese 





801X—Brown Kid 814-inch Fancy Foxed Lace Boot, Eng. Toe, Imitation Pef. Tip, 12-8 Heel, McKay, A to D $6.00 


700X—Brown Goat 8%-inch Lace Boot, Eng. Toe, Imt. Tip, 14-8 Heel, McKay, AtoD................... 5.75 
701X—Black Kid 84-inch Lace Boot,' Eng. Toe, Imt. Tip, 14-8 Heel, McKay, Ato D... i. Se 
702X—Brown Side 8 }4-inch Lace Boot, Eng. Toe, Imt. Tip, 9-8 Heel, McKay, AtoD... . 5.00 
300X—Black Kid 9-inch Lace Boot, Eng. Toe, 34 Fox Imt. Tip, 14-8 Heel, Welt, Ato D..... ee 
301X—Brown Kid 9-inch Lace Boot, Eng. Toe, 3% Fox Imt. Tip, 14-8 Heel, Welt, Ato D... i vice QO 
303X—Brown Kid Whole Qtr. 9-inch Lace Boot, Pl. Toe, 17-8 Lea. Louis Heel, Welt, Ato D................ 8.00 


THEOS (IN STOCK) ONE STRAP 


Black Ooze ... $8.00 
Brown Ooze.... 8.00 
Glazed Kid ... 7.00 
Patent Chrome 6.00 


Higrade Turns. AA 
toC. Plain or with 
cut out. 





No. 514 


Havana Brown Kid, 

High Grade Turn, 

18-8 Wood Louis heel 
$8.00 


515 Black Kid. :— 
to C. $7. 





Wire Your Order Now 


ATLANTIC SHOE 


133 Essex Street ° 


SLIPPER CORP. 


° oe Boston, Mass. 
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BIG SALE A SUCCESS 


Disbrow to Continue for Rest of 
Month 


So great has been the patronage of 
the shoe sale of the D. C. Disbrow Com- 
pany of New York City, which opened 
here the first part of the month that 
the firm announced this week it would 
be continued during the entire month 
of August. An additional $500,000 
worth of stock has been brought here 
for the purpose of extending the sale, 
according to the announcement. The 
sale is being held in Mannerchor Hall, 
the fourth largest auditorium in the 
city. 

An interesting sidelight to the sale is 
gleaned from the tactics of two small 
shoe merchants, one located on the 
first floor of the Mannerchor Building, 
and the other directly opposite the hall. 


Merchants Take Advantage 


The Disbrow Company had adver- 
tised its sale extensively in the local 
newspapers, ranning two or three full 
page ads and a number of quarter and 
half-page displays, using- the words 
“Big Shoe Sale” frequently. The firm 
also had a mammoth cloth sign painted 
and placed over the entrance of the 
building. 

On the day that the sale opened, two 
more large signs put in an appearance 
in the immediate vicinity; one over the 
shoe store located in the same building, 
and the other in the store across the 
way. ‘“‘Big Shoe Sale” screamed out 
one sign in large letters; this over the 
store in the Mannerchor building, and 
along with that was another sign, “Main 
Entrance.” The sign across the road 
told of the “‘Advertised Shoe Sale Here.” 

As a result of the actions of the two 
merchants many of the prospective 
customers became confused and got in 
the wrong place. 


Fall Shoes Displayed 


This week saw new Fall shoes on dis- 
play in all of the larger downtown stores. 
Black calf predominated in the display 
of men’s footwear, while honors in 
women’s shoes were divided between 
black calf, vici and mahogany shades. 
Price tags on the footwear contradict 
the predictions made a few months ago 
that shoe prices would be reduced with 
the Fall stock. 





THE LEATHER MARKET 
(Continued from page 101) 


of fine skins from many foreign sources 
where they were formerly available. 


owing to embargoes placed by many 
nations against exporting hides or skins. 
Top Grades Wanted 


In most cases in sales of upper leather 
the top grades are wanted and offered 


out of proportion to the percentage: 


which tanners usually receive. It is 
hoped that more attention will be given 
to the medium and lower grades, other- 
wise prices will be likely to strengthen 
on the -best selections: Reports reach 
us that large quantities of goat skins 
have been negotiated for, which indi- 
cates that the glazed kid tanners will 
soon be running at much larger capacity. 
A considerable return to the high boot 
for women will mean much larger quan- 
tities of glazed kid to be cut up, particu- 
larly in the colors. 


Calf and Side Leather 


There has been more attention given 
to the medium and lower grades of calf 
leather, which range in price from 50c 
to 75c per foot. Full grain calf of finest 
qualities are quoted anywhere from 80c 
to $1.00, according to the kind of leather 
wanted. Prices are mostly nominal 
depending upon the selection of leather 
and the conditions of the sale. The top 
grades of ooze calfskin are still offered 
and held at from $1 to $1.20 for choice 
lots. Tanners are not inclined to let go 
of high-priced leather which cost them 
so much to produce. They would 
rather hold it than make material 
concessions. 

There is a fairly good call for side 
leather which goes into the heavier 
grades of shoes and ranging from 65c to 
75c per foot for the best quality. 


Cheaper side leather may also be ob- ' 


tained all the way from 40c to 65c in 
accordance with tannage and class of 
material. There is a fairly good call for 
elk leather of the top grades at from 45c 
to 55c per foot. Full grain chrome tan 
colored is nominal, quoted at 60c to 65c 
with kips 5c to 10c higher although a 
large sale might obtain a fairly good 
offer on kips. 

There is nothing new in glazed kid 
excepting an improved call in the lower 
grades and selections, but glazed kid 
tanners are standing firm in price on the 
better grades. The range in price is 
very wide depending on the kind of 
leather wanted. Black glazed kid 
brings for the best selections anywhere 
from 80cto $1.10. Itis confusing to the 
purchaser of shoes, however, to give 
prices on kid when it is known that the 
range is anywhere from $1.20 or more 
for the very finest qualities down to very 
low prices according to the kind of 
leather wanted. 


69 St. t.» Haverhi , Mass. 
PUTT 
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Sole Leather 

There is no material change in the 
sole leather situation. Prices are a few 
cents off from last season and tanners 
are inclined of late to hold firmly to their 
prices. Tanners are not inclined to 
make any further recessions and main- 
tain that the bottom of the market has 
been reached for the present. 





Leather Workers’ Manual 


Practical Receipts and Working 
Formulae for Shoe Dressings 

Standage’s Leather Workers’ Man- 
ual, in its third revised edition, has re- 
cently been issued by Scott, Greenwood 
& Son, of London, England. D. Van 
Nostrand Company, 8 Warren Street, 
New York, are the American agents. 
The book contains 164 pages, and con- 
tains practical receipts and working 
formulae for curriers, bootmakers, leath- 
er dressers, blacking manufacturers, 
and fancy leather workers. Price is 
$4.00 delivered post paid. 


| Where to Buy 


| Children’s Shoes 

















H.C. Brown | ComMPANY 


OHILDREN’S SHOES S 
CONERAL OFFICES. 155 LINCOLN STREET. BOSTON MASS. 














Where to Buy 


Women’s Shoes 

















Women’s McKay 
Sipps and op 
Harrison-Lockwood Co. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln St. 











OUDOIRS IN STOCK 

UNDER MARKET PRICES 
Fine turn clean-cut Boudoir Slippers, made of 
best materials obtainable. ‘or immediate 
delivery. Trial orders appreciated. 
Black. $1.45; red, blue, pink, tan, $1.75. 
Terms 5% 10 days. 

SILVER SHOE 
Formerly the Haverhill Shoe or obbing Co. 





BOUDOIRS 


High Grade Wholesale Prices»: 
Blacks, $1.50. Tan, Red, $1.70 
One-Strap Sandals, $2.00 and $2.10 
JOHN E = MeNABMARA 
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“KEITH'S KONQUEROR” SHOES 


for Men and Women— 





a 

& 

et 

BS 

‘*Mushroom shoe factories’’ have been a product of war times. From 1400 shoe a 

factories before the war there has been an increase to over 3000. On the retailer % 

of footwear, the risks attending short experience in shoemaking fall. It is be- e 

yond everything sound, sensible and safe to expect shoes or service any way s 
satisfactory from organizations without the capital, capacity or chance to make 

good. In buying Keith’s Konqueror shoes for men and women, you have the £ 

time-tested products of a firm that can pass along to its customers every buying h 

and manufacturing advantage. A long time study of trade requirements is 2 
bound to afford many. Included herein is right style, right workmanship, right 

prices, right service, and then right helps in selling. Get in witk a big producer a 

* 

* 

e 

& 

® 

a 
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this Fall and Winter. 





The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station), MASS. 


New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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Shoe Polishes 


QUALITY VARIETY 


The longest line that’s longest 
on the market— 


“eI Never fails to please the purchaser. Right 
at the top in quality. Liberal quantity. 
Popular price. Great seller in thousands 
of stores. 


The leader for years. A cleaning and 


polishing outfit that does brown shoes > 


up brown. Big seller. Pays retailers well. 


Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 
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CARL E. SCHMIDT &’CO.,, INC. 
YFanners of the Schriudt Calf Leathers 
DETROIT, MICH. BOSTON. MASS). 
REPRESENTATIVES 
H.B.AALTENDERFER A.J. & J.R. COOK 
y Yiladolphia San FrPANAIS CO 
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Indianapolis 


READY FOR FALL”TRADE 


Business Keeps Up Fairly Well 
Though Sales Have Lost Pull 


Practically all of the local shoe mer- 
chants are busy “cleaning house” these 
days and getting things in readiness for 
the arrangement of their Fall and Win- 
ter stocks and window trims. Despite 
the fact that it is the tail end of the Sum- 
mer season and most of the clearance 
and reduction sales have lost most of 
their pulling power, business has kept 
up well. 

July was one of the biggest months 
that a number of the local merchants 
have ever experienced and sales so far 
during August have been greater than 
during the same period of last year. Al- 
though all are hoping for a record- 
breaking business this Fall and Winter 
there seems to be just a little doubt in 
their minds as to whether their hopes 
will be realized. 


Public Misled as Usual 


The Summer clearance and reduction 
sales on low shoes have led the buying 
public to believe that the bottom has 
dropped out of the shoe business, accord- 
ing to some of the local merchants, and 
as a result customers seem to think they 
ought to be able to purchase high boots 
at greatly reduced prices. This idea, 
they fear, is going to havea rather seri- 
ous effect on sales this Fall and Winter. 

One thing is certain and that is that 
none of the Indianapolis merchants 
will be overstocked on Fall and Winter 
shoes. With the exception of initial 
orders, few if any of them have scarcely 
anything. Talk of a scarcity, or of de- 
layed shipments, apparently has had 
little or no effect on the retail merchants, 
who seem to think that the time is not 
yet ripe for the placing of orders. 

“Tf some of us don’t get busy placing 
orders soon,” said one merchant, “‘I be- 
lieve we are going to be caught with 
mighty low stocks. It’s a cinch all of 
us can not wait until the middle of 
August to do our Fall buying and ex- 
pect to get our orders shipped on time.” 


SELLING FALL BOOTS 


Browns and Blacks Believed to Be 
Best Bets 


Edward Stout, president of the In- 
dianapolis Retail Shoe Association and 
head of the Stout Factory Shoe store, 
is enjoying a two weeks’ vacation at 
Albion, N. Y. H. M. Curry, recently 
appointed manager of the Stout store on 





Massachusette avenue, says that busj- , 


ness has been very satisfactory. 


Although the Summer is not entirely 
past, the Stout store has been selling a 
number of oxfords for Fall wear and a 
few Fall boots. Straight heels appar- 
ently are going to be very good this Fall, 
according to Mr. Curry, and browns 
and blacks are expected to be the most 
popular colors. The Stout store will 
arrange its first Fall window trim in 
about a week. 





. 


Says Business Is Good 


Business at the Feltman & Curme 
stores, which are disposing of all of 
their higher priced footwear, has been 
excellent, according to Frank L. Mc- 
Nutt, manager of the East Washington 
Street establishment. July was one of 
the biggest months in the store’s his- 
tory, Mr. McNutt said, and if sales 
continue until the end of August as 
they have during the last two weeks, 
that month, too, will be a record breaker. 


Fears More Factory Sales 


R. J. Sutfin, who is in charge of the 
shoe department at the H. P. Wasson & 
Co. department store, is not expecting 
any big drop in prices for Fall and 
Winter shoes but he believes that there 
is a possibility of the same thing hap- 
pening this Winter as happened in the 
Spring, when retailers canceled so many 
orders that the manufacturers threw 
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their products on the market at re- 
‘duced prices. Other Indianapolis mer- 
chants expressed the belief that prices 
are now just about as low as they will 
get. 


Seeks Change in Name 

Action has been brought in the Cass 
County Circuit Court with a view to 
changing the name of the New Method 
Boot Shop at Logansport, Ind., to 
that of the Hart Shoe Company. It 
is understood that the latter firm has 
for some time controlled the New 
Method Boot Shop, and that the 
change of name is asked to conform 
with the name of similar stores owned 
and controlled under the same manage- 
ment. 

Arranging for Exposition 

G. W. Geissler of the Geissler Shoe 
Company of Evansville is president of 
the Evansville Retail Merchants’ Asso- _ 
ciation and as such is a member of 
the executive committee which is 
arranging for the annual exposition to 
be held there at Cook’s Park from October 
4to 16. The exposition is to be put on 
by the retail merchants ofthe city and 
is expected to attract many visitors and 
shoppers from Southern Indiana, South- 
ern Illinois and Western and Northern 
Kentucky. A number of booths for 
displays have been purchased by Evans- 
ville merchants, included in the list of 
which are a number of retail. shoe mer- 
chants. 


Des Moines 


THE RETAIL TRADE 


Expectations of Big Business During 
State Fair 


The retail business during the past 
week has varied a great deal in the 
different stores of the city. Most of the 
clearance sales have closed during the 
past week and there are only a very few 
specials being brought out by the stores. 
A good part of the Fall stock has ar- 
rived and is being arranged artistically 
for the State Fair crowds. A large 
business is expected by all of the re- 
tailers during the next two weeks, and 
adequate preparations are being made 
to take care of the immense crowds that 
will swarm in the city for the next two 
weeks. ‘There will be very few price 
cuts,”” say the managers. ‘Shoes will 
be sold entirely on their merit.” In 
some of the stores business is already 


- beginning to pick up. Many stores are 


reporting a brisk business in men’s Fall 
shoes and st demand by the ladies 





plete stock of Fall oxfords has been put 
in by most of the managers, as a tre- 
mendous business is expected in this 
line. 


Odds and Ends Sale 


The Panor Shoe Stores on both sides 
of the river are offering a clean-up sale 
of broken sizes in women’s and chil- 
dren’s shoes and oxfords. About 100 
pair are on sale at each place at $1.00 


apair. + 
Vacation Briefs 


R. Sturgeon, secretary of the Elwell- 
Field Shoe Company, left the first of 
the week for two weeks’ vacation. He 
will travel overland with his family 
to Minneapolis, Minn. T. Frank’ 
Jacquis returned August 1 from a va- 
cation at Spirit Lake. He also traveled 


” by auto with his family. Mr. Mosher, 


of the White Shoe Company, is spend- 
ing a few days’ vacation at the lakes. 
He will return about the first of the - 
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Consolidated Shoe Company 


Pat. Vamp and Fox, Mat Top, 
Button, Corrugated Sole, Foot 
te center. Last 90. Spring 


No. Q216—Sizes 4-8, D. .$1.90 
No. A ae 814" -1l, D 
Ready Sept. $2.50 


Pat. Vamp ‘a Fox, Blumen- 
thal White Kid Top, Button, 
Corrugated Sole, Foot Prints 
center. Last 90. Spring Heel. 
No. Q210—Sizes 4-8, D . .$2.25 


Pe MUUUTT Te TTT eMnnniiel niin elit OL RTe TT elt 1 


a 


No. 455—Hava 

brown kid, 205 last. 
14-8 heel, imitation 
tip $6.65 


Oe ent eit Bo ston,Mas s.,U. S.A. HOMO: 





TOTO LOLOL OL POLL PLU EL 


INCORPORATED 


rE 


212 Essex Street 


Children’s Shoes 
IN-STOCK 


These six salable styles ready 
for immediate shipment. . Well 
made, excellent in fit and of 





durable materials, these shoes ‘ce ae: ine i. tidien 

are calculated to give genuine ng Sy BY 

° e - Q200—Sizes 4-8, D . .$1.90 

satisfaction to your customers. + Q400Sizes 834-11, D. 
Ready Sone. . $2.50 

Majority of stock at our associate Pennsyl- Havana Brown Kid with Tip, 

vania Factory—limited quantity in Boston oo as 


No. Q220—Sizes 4-8, D. 
Close Edge Turns 5 $2.17 


CONSOLIDATE SHOE CORPANY.- 
President. 
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Walking Heel Ox Oxfords 


For Early Fall Wear 
IN STOCK 


Anticipating your require- 
ments, we have these four 
Fall oxfords in stock for 
immediate shipment. 


By taking advantage of 
present material market, 
we are able to offer them 
at particularly attractive 
prices. 

AAA, 414-8; AA, 4-8; 
A, 31%-8; B, 3-8 C 
and D, 2144-8. 


Terms: Net 30 days. 





C. P. FORD & CO., Inc., Rochester, N. Y. 
NEW YORK OFFICE, 127 DUANE ST. E. H. TALBOT and JACK GALWAY 
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month. Mr. Slade, of the Slade Shoe 
Store, is also making a short visit there. 


CHANGE IN DES MOINES STORE 


J. H. Zavitz of Buffalo, New York, 
Takes Charge 


The Florsheim Shoe Company an- 
nounce the coming of a new manager 
for their local store. J. H. Zavitz, who 
came to them the first of this week, is 
the man who takes the managership. 
He was formerly with the Van De 
Venter Company of Buffalo, N. Y. 


CLEARANCE SALE HELD 


Harris-Emery Puts on Small Stock- 
Clearing Event 


A small Summer semi-annual clear- 
ance was all that was necessary to clear 
the stock of the Harris-Emery shoe de- 
partment. The regular customers of the 
store bought shoes from their own shoe 
men and nothing was able to keep them 
from buying accustomed shoes in the 
proper season. Harris-Emery’s man- 
ager, Mr. Ellis, bought shoes in moder- 
ate quantities and, therefore, has been 
able to dispose of all of them at good 
prices. The customers have been 
educated to wearing high quality shoes 
of good style, and trading with a class of 
people who once satisfied, leave it en- 
tirely to their shoe stores’ judgment, 
the stock has been left in low condition 
without many special sales. A small 
table of oxfords of values from $10.00 
to $13.00 are being sold at $8.85 as a 
special. They had a Saturday special 
last week of women’s $6.00 and $7.00 
lace silk hose at $4.95. 


Unique Linking of Advertising 


A very clever linking of advertising is 
that of the Brunk’s Bootery and the 
Palace Theatre of this city. The fol- 
lowing notice on a card that has a 
prominent place in their front show 
window is attracting much attention: 
“Tf you like ‘Other Men’s Shoes’—their 
style—their wearing qualities—you'll 
know that ‘Other Men’s Shoes’ are 
Brunk’s Shoes. The Edgar Lewis Pro- 
duction—‘Other Men’s Shoes’—Show- 
ing Sunday, August 22 — Palace 
Theater.” 


RETAIL SALES FAIR 


Shoe Store Managers Getting Ready 
For State Fair Business 


“Sales during the past week have been 
quite fair considering the time of the 
year,” say the managers of the several 
big downtown stores visited. ‘We ex- 
pect Fall business to begin with a rush 
about August 25, which is the beginning 
of the State Fair. Many thousands of 
people from all parts of the State of Iowa 
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assemble in Des Moines for State Fair — 


Week and at that time, the farmer does 
nearly all of his ‘“‘good’’ shoe purchas- 
ing and stocks up for the whole family. 
This is always the most profitable out- 
of-town business for us as the crops, 
when they are good as_they~are this 
year, mean much good shoe business. 
Plans are being made to have a com- 
plete Fall stock in readiness for the 
arrival of the Iowa farmer so that he 
may have as good a pick as his city 
cousin.” 


Store Shows Gain in Business 


The results for the fiscal year ending 
August 1, 1920, show that the number of 
sales have been increased over 100 per 
cent in the East Side Shoe Store. This 
increase has been brought about by 
making especially attractive window 
displays which have been arranged by 
Mr. Russell and his assistants. Cour- 
teous treatment is given every customer 
and the working class of people to 
whom this store sells. nearly exclusively 
are showing their appreciation of this 
treatment by becoming steady cus- 
tomers. Special sales arranged for the 
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early part of the week have had a 
tendency to distribute the business 
more equally over the week. 


.» Fads Install New Officers” 


The Fads Club held its monthly 
meeting at the Seymour Shoe Store on 
Monday, August 9. The following 
officers who had been elected at the 
last meeting, were installed: J. J. Tart, 
assistant manager of the Seymour Shoe 
Co., is the president of the club; C. R. 
Ross, vice-president; secretary, E. D. 
Bridwell; treasurer, Mose Aranburg. 
Mr. Tart appointed a committee to 
arrange a picnic for August 22 on the 
Des Moines River. The picnic will be 
given for the men and their families 
only. 


Brogue Specials 


Special sales of brogue oxfords are 
being advertised at this time. The 
Harris-Emery Shoe Department are 
offering their Johnny oxford at $7.95. 
The Newark Shoe Store are advertising 
a men’s brogue at $5.95 and a line of 
women’s brogue shoes at $3.98. 


Louisville 


RETAIL BUSINESS QUIET 


Sales Fail to Move Goods—Men’s 
Shoes Particularly Slow 


Retail prices at the various sales 
throughout the city continue to fall 
almost daily, but business remains 
rather quiet. Stores in the vicinity of 
the office buildings report men’s shoes 
selling better than women’s, and re- 
tailers further say that men’s shoes are 
almost unmovable. It seems that what 
business there is comes from those who 
are buying as an investment, not be- 
cause they need shoes. Retailers com- 
plain that the present sales have taught 
women to want something for nothing. 
They come in to look but not to buy. 
What effect this attitude will have on 
Fall business is problematical. 


BROGUES FOR FALL 


Merchants Expect Heavy Demand 
for This Style 


The first displays of Fall goods be- 
gan this week, featuring brogues for 
men’s and women’s wear. Prominent 
retailers throughout the city predict a 
big season for these models. The 
vogue enjoyed by woolen and silk and 
wool mixture hosiery will be a material 
aid in creating a vogue for brogues. 
Women especially, being more in- 
clined to wear oxfords throughout the 
Winter, will favor brogues this Winter, 


retailers say. Each Winter brings more 
men wearers of oxfords and brogues 
“will be the thing.” High shoes in 
brogue models will not be very popular, 
according to present indications. 


Merchants Buying Slowly 


Buying by retailers is in small quanti- 
ties. The dealer who wants to make 
money this Fall and Winter must op- 
erate on small margin of profit, buy 
carefully and cautiously, and depend on 
volume of sales for the season’s profits. 


May Ship by Boat 


Local retailers are discussing the 
possibilities of using boats for ship- 
ments between Cincinnati and Louis- 
ville, following the increase in express 
and freight rates. Unless there is a big 
improvement in the present service 
offered. by express companies, ship- 
ments by boat will be as speedy as and 
cheaper than express shipments. 


Expect Fair Will Boom Trade 


Shoe merchants of Louisville are 
looking forward to good business in 
Fall goods during the week of the Ken- 
tucky State Fair, September 13 to 18. 
The Fair always brings business to the 
city and with cool weather a good 
volume of sales will be assured. 
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No. 4510 IN-STOCK 


Russia Calf 5 Eyelet Ox- 
ford. Goodyear Welt. 
Cuban Heel. A to D. 


$6.75 


BLUESTEIN 
BROS. 


1738 SUMMER ST. 
BOSTON, MASS 















“hose totally dj ifferent shoes “== 






Buyers’ Easy Reference Directory 
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HARNEY, TRACY. CREHAN CO. 
FACTORY SS9ESSEX ST.,LYNN,MASS. 
BOSTON OFFICE: 10 HIGH STREET. 















R. A. CHENOWETH & CO. 


147 Lincoln Street, Boston, Mass. 
Migrs. of TOP GRADE TURNS 


_ PJ Sissies Style 


SOLE LEATHER 
AND 
BELTING BUTTS 
TANNAGES 
St. Marys Mt. Jewett Burke 















Muskegon 


Boston, Mass. 








Don’t let it happen to YOU!! 


NEWS ITEM—An $8,000 stock of shoes, which was 
insured for only $2,000, was destroyed by fire of 
unknown origin. 


Keep YOUR Insurance up where the 
risk is kept down. 


Our special policy to shoe dealers gives the best 
protection at lowest rates. Investigate. 


Fitchburg Mutual Fire Insurance Co. 


Fitchburg, Mass. 
The city of 141 diversified industries 99%of which are locally owned 
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FOREIGN PUDINESS 


Your overseas customer prefers to do business his wa 
If he does not read English, he should be written te 
his own language. Make if easy for him to understand 
your message. 

Our business is to translate English into ee eg 
vice versa. Not only letters, but catalegs, brochures, 
pamphlets, ete. 

Write the io Ries, The Export Recorder, 207 South St., 
Bosten, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylsten Street Boston, Mass. 











MYER T. ORNSTEEN SHOE CO. 


HAVERHILL, MASS. 





Where we manu- 
facture women’s 
high grade Mc- 
Kay novelties. 


“The Shoe of 
Quality.” 





Our New Sedinias i 
Boston Office, 212 Essex Street 





Room 44 





















Blind Eyelet 
Shoe Laces 


Neat, good-looking laces which add to 
' the beauty of the shoes and give long 
wear, besides. 


At all jobbers. Samples upon request. 
The Narrow Fabric Co. 


READING, PA. 
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Merchants Hold Picnic 


The. Louisville Retail Shoe Associa- 
tion held its second picnic of the Sum- 
mer at the Pastime Boat Club last 
Tuesday. The widely advertised and 
much talked of baseball game which 
was on the program was called off 
at the grounds when it was found that 
each team was lacking several of its 
star members. Other games and con- 
tests filled the day with pleasure and a 
chicken dinner at 6.30 filled the shoe 
merchants with a more material sub- 
stance. 


New Store to Open Soon 


The Endicott-Johnson retail store in 
the Klein Building, on Fourth Avenue, 
will be ready for business about Sep- 
tember 15, from present indications. 
Work of remodeling the interior of the 
first floor, which will be occupied by the 
shoe store, is coming along in fine shape. 


Low Heels Favorites 


Cuban and Military heels will be the 
favorites in Fall goods, according to 
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some of the prominent retailers. French 
heels are on the road to disfavor, being 
replaced by the more practical styles. 


News of Vacations 


Fred Kohler, manager of the shoe 
department at Crutcher and Starks, has 
returned from a short vacation spent at 
home. Harry Schutz, of the Louisville 
Walk-Over Shop, is enjoying a motor 
trip through the North and-East. He 
will visit the Lakes first and then pro- 
ceed East. His wife, mother and broth- 
er are accompanying him on the trip, 
which will last about three weeks. 


Byck’s New Store Nearly Ready 


Byck’s new store, the second largest 
in the United States, according to Noel 
Lyons, manager, will be ready for 
business by September 15. Shoes are 
being cased at the present time and 
made ready for transportation. Some 
of the shelving has already been in- 
stalled in the new store and as soon as 
this job is finished the transfer of stock 
will be made. 


Cincinnati 


A. B. Ratterman Dead 
A. B. Ratterman & Sons Co., whole- 
sale leather and findings, have sent out 


cards announcing the death of A. B. 
Ratterman. Mr. Ratterman died Au- 
gust 15. 

































Van Kleeck, Incorporated, won laurels with their display at the 
Illinois Travelers’ Convention in Chicago last month. The posing of 
the live models (as illustrated) attracted much attention. H.J. Nicholl 
vice-president of Van Kleeck, Inc., says that the majority of buyers 
who attended the Chicago Convention commented favorably on the 
turn pumps and slippers shown by this firm. That they were sin- 


cere is proven by the many orders booked at that time. 
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Providence Notes 


GOOD FALL BUSINESS 
EXPECTED 


Merchants Cleaning Up in Anticipa- 
tion of Renewed Consumer 
Interest 

Fred S. Fenner, manager of Sullivan 
Shoe Co., Westminster Street, stated 
that although business was somewhat 
quiet the past few weeks he anticipated 
a brisk season this Fall and one that will 
start early. Mr. Fenner is having at 
present his annual clean-up sale of men’s 
and women’s low shoes, preparing for an 
early showing of the new Fall styles. 

At the Outlet Company shoe depart- 
ments, a gigantic white footwear sale is 
in progress in both high and low-cut 
styles. L. Steiner, assistant buyer, is in 
personal charge, during the absence of 
Mr. Marx, head buyer, and business at 
the store has been quite heavy. 


Merchants’ Annual Outing Held 

In gaily bedecked automobiles, more 
than 300 members of the Retail Mer- 
chants’ Division of the Chamber of 
Commerce enjoyed their second annu- 
al outing, Wednesday, August 18, at 
the Hammocks. Many Providence men 
were among the retailers of various 
lines of merchandise represented. Two 
boxing bouts and sports of different 
kinds were staged and then the “big 
bake” got under way at 5:30 o'clock. 
Mayor Joseph H. Gainer and President 
Edwin O. Chase of the Chamber of 
Commerce spoke of ‘Merchandising 
Tips.” I. W. Frankel was chairman 
and H. Nelson Sweet, secretary of the 
committee in charge. 


New Style Announced by 
U. S. Rubber Co. 


The ““Home Bal” for women has been 
added to the line of Keds by the United 
States Rubber Company. As the name 
suggests, the shoe is for general indoor 
or outdoor use about the home. It is 
especially suited to women who want 
a neat, comfortable, economical shoe 
they can wear in the house or in the 
yard or garden. It is a proper shaped 
shoe of army duck, black or brown, with 
a loose white duck lining. The black 
upper carries a black smooth sole, and 
the brown a red one. The shoe gives 
support to the arch and has superior 
wearing qualities. Its comfortable and 
serviceable qualities and reasonable 
price will appeal to all housekeepers. 








New Shoe Stores 
Hyman Bros., Bluefield, W. Va., 
shoe department. 
Philip Leibsohn (The National), Mar- 
ion, Ia., branch store. 
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No. 100 
BROGUE LAST 


Danish Calf Brogue Oxford, Heavy Single Sole. 14 IrongEdge. 
Sizeat A, 6% to 11; B, 6 to 11; C, 5 to 11; D, 5 to Il. 


PRICE, $9.00 
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A Live Line for a Live Shoe Dealer 


We believe it to be to your advantage to select styles and sizes 
from our broad line of in-stock shoes for early Fall trade, and 
get them into your store as soon as possible. Production and 
transportation conditions indicate this as a good policy. Send 
for illustrated catalogue. 
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BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
Rice Building Marbridge Building 1215JMarket Street Washington [Arcade 9 Pacific] Building 
CHICAGO, Republic Building PITTSBURGH, Empire Building 
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EVERYWHERE 


you go you will find wearers 
of shoes made of 


ROVILLA KID 


Manufacturers and retailers thruout the 

country realize that shoes made of . “It does not scuff” 
‘NOVILLA KID answer the call for all 

that a shoe should be—at the price the 

public is willing to pay. 





CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN.N.J. 
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Suede Theo Ties ins Stock 


231—Black Suede Theo Tie, Cov. Full Louis Heel. A-—D 
232—Brown 25 Nubuck Theo Tie, Cov. Full Louis Heel. 
233—Beaver 23 Nubuck Theo Tie, Cov. Full Louis Heel. 
236—White Kid Theo Tie, Cov. Full Louis Heel. B-D 
235—Black Kid Theo Tie, Cov. Full Louis Heel. B-D........ 
205—Dull Kid Theo Tie, Leather Louis Heel. A-D 
204—Patent Theo Tie, Leather Louis Heel. A-D 

109—Black Kid Theo Tie, Leather Louis Heel. 


260—Black Kid Theo Tie, Cuban Heel. A-D 
110—Black Kid Theo Tie, Cuban Heel. 
261—Patent Theo Tie, Cuban Heel. A-—D 


218—Black Suede Oxfords, Plain Toe, Cov. Full Louis Heel. 
224—Black Suede Oxford, Im. Tip, Lea. Cuban Heel. 
219—Black Suede 2-Eyelet Tie, Cov. Full Louis Heel. A-D 
299—Black Sued Plain Pump, Cov. Full Louis Heel. AA-C 
223—Brown 25 Nubuck 2-Eyelet Tie, Cov. Full Louis Heel. 
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Style 231 
Send for Catalogue of High and Low Shoes In Stock 


THE BOARDMAN SHOE CO. 


564 Atlantic Ave. 
BOSTON 9, MASS. 


EK. J. RAMSEY CO. 


TO CLEAN ALL OXFORDS AND SANDALS MADE BY THE USUAL 
OLD METHOD, GOODYEAR STITCHED WITH WELT 




















We offer all we have in stock at 75 cents a pair net for infants’, children’s and misses’ 


sizes 5 to 2. Must be taken in proportionate sizes to what we have on hand as shown 


below: 
Style No. 5 
Chocolate Grain Sandal, Oak Sole,’ 


Goodyear Stitched with Welt—Like 
illustration No. 2. 


144 pairs sizes 5 to 8 
360 pairs sizes 8% to 11 
576 pairs sizes 114 to 2 





Style No. 205 


Chocolate Grain Sandal, Textan Sole, 

Style No. 38 Goodyear Stitched with Welt—Like Style No. 8 
Blumenthal’s Tan Chrome Oxford, ‘lustration No. 2. Cherry Chrome Oxford, Textan Sole, 
Oak Sole, Goodyear Stitched with gs * Goodyear Stitched, no Welt—Like il- 
Welt—Like illustration No. 1. 100 pairs sizes 5 to 8 lustration No.1. 

250 pairs sizes,5 to 8 100 pairs sizes 84% to 11 288 pairs sizes 5 to 8 
310 pairs sizes 84 to 11 170 pairs sizes 11}4 to 2 288 pairs sizes 834 to 11 
400 pairs sizes 114 to 2 288 pairs sizes 1144 to 2 


E. J. RAMSEY CO., 967 Atlantic Ave., Brooklyn, N. Y. 
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ROAD MEN OPTIMISTIC 


Look for Better Business When 
Transportation Becomes Better 


Reports made to supreme officers of 
the United Commercial Travelers by 
members throughout the country in- 
dicate that while business conditions 
are not as good as many managers 
would like, road men say there is a 
normal trade. W. D. Murphy, supreme 
secretary, said that the transportation 
mix up and the inability of manufac- 
turers and jobbers to deliver the goods 
after they have been sold is the chief 
cause of trouble. 

Many traveling men report that 
customers continue the hand to mouth 
purchases, not caring to go in deep until 
they know more about the future. 
Many feel that the increase in freight 
and passenger rates will allow the rail- 
roads to purchase needed equipment, 
thereby giving the public much better 
service in. transportation. A _ great 
many traveling men are of the opinion 
that the manufacturers and jobbers will 
be compelled to increase the salesman’s 
commission, on account of the greatly 
increased cost of traveling. 


Another Good Man Off on Trip 


George Campbell, covering Ohio and 
West Virginia for the Ault-Williamson 
Shoe Company of Auburn, Maine, is 
now out on his territory with his new 
line of “Constant Comforts.” Mr. 
Campbell reports a very-good business 
on this line both for Spring and im- 
mediate delivery. 


C. A. Moore Appointed Sales 
Manager 


The many friends of C. A. Moore will 
be pleased to learn of his appointment 
to Sales Manager of the Al Johansen 
Shoe Company, of St. Louis. Mr. 
Moore, while still a very young man, 


has been in the shoe business for many 
years and has the advantage of viewing 
it from two angles; that of a retail man 
and also as a traveler. The salesforce 
of the new company will be augmented 
gradually as the capacity of the factory 
increases. Besides directing the sales- 
force, Mr. Moore will personally call on 
the trade in the larger cities. 


Mr. Moore Says of Conditions 


“The preference for low-cut foot- 
wear for Fall and Winter is increasing, 
and with this tendency in mind we have 





The knight of the grip whose 
photograph is reproduced in the 
circle above is O. H. Gilmore of 
Watertown, N. Y., for many 
years well known to the retail 
trade in his home State. Mr. 
Gilmore covers New York State 
for the Pennington-Crowell Shoe 
Company of Manchester, N. H., 
and reports a good business. 

Send in your photographs, 
men. We want ’em for this 
department. 











designed a number of new patterns to 
meet the demand. Women’s novelty 
shoes will be more in vogue this Fall 
than ever before, the tendency being 
toward the ankle and instep strap. On 
a recent trip to the larger cities, I found 
the call for this particular. style shoe 
very much in demand, with black satin 
taking the lead, and navy blue coming 
up with the darker shade of brown, for 
a close second. Of course, there are 
orders for the ten and a half inch 
tongueless boot in the lighter shades of 
kid, but this style is not going to domi- 
nate, for the public is continuing to 
demand more reasonably priced shoes, 
and this particular style boot entails an 
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enormous amount of material and 
labor.” 


Off for the South 


Jack T. Jones, covering Southern 
territory for the Riley Shoe Company 
of Columbus, has left for the Southland 
with his line of Spring and Summer 
footwear. Mr. Jones is very enthu- 
siastic about the new line and expects 
a remarkable season on his line of foot- 
wear. 


HOLMES ON ROAD 


Former Last Designer Travels for 
Wall, Doyle & Daly, Inc. 


Joseph W. Holmes of 37 Waldo Street 
left Sunday on a selling trip which will 
cover practically all of the large cities in 
the country for Wall, Doyle & Daly, 
Inc., shoe manufacturers. For two 
years Mr. Holmes has been a designer 
for the Strugis-Jones Last Company. 
A traveling case fully equipped was 
presented Mr. Holmes in behalf of a 
number of friends who gathered at his 
new home on Waldo Street, Friday 
evening, by Carl L. Sturgis. 


HOYT SALESMEN CONVENE 


Unusual Entertainment Program 
Features Four-Day Get-Together 


The big social function of the four- 
day convention of Hoyt Shoe Company 
salesmen at Manchester, N. H., was 
brought to a close Thursday by a dinner 
at the Intervale Country Club. The 
convention opened with dancing at the 
Arcadia, Massabesic Lake, from 8.15 
o’clock till midnight, following numer- 
ous appointments with the company 
heads and a series of talks by expe- 
rienced shoemen and others. 

} Aside from baseball games, other 
sports, including sack races, potato 
races, three-legged races, and a base ball 
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Patented Feb. 23, 1913 





SHOE MANUFACTURERS seeking the most efficient means of attaching 
shoe ornaments will profit most by exclusive use of the “Dalco” Device. 


SHOE MERCHANTS looking for an EASY way of stimulating sales of shoe 
ornaments will find it in the “Dalco” Device. 


Never in the histo: 


practical, desira’ 
the call for them continues. Get your money out of ornaments the 


“Dalco” way. 
Write for samples, prices and terms. 


Dalrymple-Pulsifer Company 


Makers of Shoe Ornaments for World Trade 


of the shoe trade has anything of the kind proved so 
ble and dependable. Thousands of pairs are in use and 


Haverhill, Mass. 
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THE Shoes 


Maylon That 


Stay 
Sold 
Shoes that come back hurt the Retailer. Shoes that 
STAY SOLD not only sell themselves, but build up 
good will in the Community. 
ogg * ody SHOES stay sold because they are built 


right They are not shoddy or makeshift. They are 
onestly built today as in the days of the{Hand ers. 
Honest shoes made honestly for fifty years]will help your business. 
There’s a Dayton Salesman near you. Write or wire us to have 
him call. 
For{Instance: 
Stock No. 719—Lot <4 8 
Army Blucher. year Welt 


Bostom, G 
ellows Tongue, M u.nson 
Last. 


LE. DAYTON ©. 


WILLIAMS- 
PORT, PA. 

















WHEN YOU ORDER 


SPATS 


“Be sure they are 
Trufits’’ for your 
own satisfaction. 


Trufit Spats 


Are what their name implies. 
True fitting, well made and in 
a wide range of styles. 


Style tendency and 
economy will both 
stimulate Over gaiter 
sales for Fall. Better 
be prepared with the 
needed stocks. 


ALL SHADES, IN BOX CLOTH AND FELT 
Write for prices and details 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 
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throwing contest, kept the salesmen 
interested. A troupe of entertainers 
from Boston put on a_ performance 
which was appreciated by the specta- 
tors. 

More than fifteen hundred employes, 


including salesmen from almost all over 
the world, were the guests of the Hoyt 
Company at the concert and dance at 
the Arcadia on the opening night. 
The salesmen expressed much satis- 
faction at the physical progress shown 
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by their company during the past year 
in additions and changes in the plant. 
The new Administration Building on 
Silver Street, now rapidly approaching 
completion, was inspected by the 
visitors. 


Lindner Travelers Entertained 
At the Country Estate of Mr. Lindner, Forest Hills 


Following its regular custom “The 
Lindner Shoe Company held, a few 
weeks ago, their season’s conference on 
Spring styles. The sales organization, 
as well as the factory executives, were 
entertained during the course of this 
conference at the country estate of Mr. 
Lindner, and it was in the dining-room 
of his home, Forest Hills, that the pic- 
ture was taken.” 

Mr. Lindner is one of the few fortu- 
nate Americans who has a private golf 
course on his very extensive estate near 


Carlisle, and in addition to the dinner, 
which was a very enjoyable affair, 
golfing and other sports were fea- 
tures. 

The members of the party as shown 
in the photograph reading from left to 
right are as follows: D. B. Howard, 
sales manager; C. S. Watson, South; 
T. E. Murphy, New England and New 
York State; W. F.Schoell, Philadelphia; 
F. E. Berkowitz, assistant New York 
City; J. H. Keefer, West Va., Ky., and 
Tenn.; John Heilman, production 


manager; A. G. Heilman, cost man; 
John A. Lindner, vice-president and 
general manager; John Lindner, Sr., 
president; H. E. Neisley, credit man; 
P. W. Herlihy, superintendent; Walter 
Lockard, stock man; L. J. Faller, 
Washington, D. C.; C. E. Cook, Pacific 
Coast; Arnold Bamberger, Chicago; D. 
J. Tobin, Mich.,' Ohio, Ind., and IIL; 
E: E. Kennedy, Miss., La., Texas, 
Okla., and Ark. (upper left hand corner), 
John P. Murphy, New York City (upper 
right hand corner). 
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LEADING STOCK STYLES 


for 
EARLY FALL 
TRADE 


Mahogany Russia Calf Lace Oxford 
Mahogany Russia Calf Bal A, B, 7 to Il; C, D,"6 to Il “CARLTON” — 
“BILTMORE” 558—Same Style in Gun Metal Calf , 


557—Same Style in Gun Metal Calf —“Biltmore” 


M. A. PACKARD COMPANY 
Roe BROCKTON, MASS. aes 
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Style No. 615 


Kid Strap Slipper on No. 105 Last, 
Round Toe, Turn Sole, 1-inch Heel. 


Price $4.00 
IN STOCK B to EE 


Style No. 251 


Kid Marshall Tie on No. 377 Last, 
Round Toe, Plain Box Toe, Turn Sole, 
l-inch Heel. 
Price $3.50 
Style 615 IN STOCK B to E iota 











Ready for immediate delivery from stock. 
Two shoes of the type that have made 
Grover “Soft Shoes for Tender Feet” 


standard for comfort for over fifty years. 


ds J. GROVER’S SONS COMPANY 


LYNN, MASSACHUSETTS 


Boston Office, 183 Essex St. New York Office, 47 West 34th St. 
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Palm 


Palm 





plays. 


NEW YORK 
63-65 W. 36th St. 


BOSTON 
26 Kingston St. 





HIS 

salesman” used 
by many of the 
smartest shops. 


No. 4, lower cross 
bar and rear arm ad- 
justable on standard. 


all hinged. Every- 
thing clever for win- 
dow and interior dis- 


catalogue. 


J. R. PALMENBERG’S SONS, Inc. 


204 W. Jackson Bivd. 


BALTIMORE 
108 W. Baltimore St. 





“silent 























Shoe Stand 













Shoe Holders 







Write for 







CHICAGO 








International Men on Sales Trips 


The salesforce of the Roberts, John- 
son & Rand Branch of the Inter- 
national Shoe Company, have been at 
headquarters during the past week 
getting ready for their Fall trips, which 
were deferred, as a matter of policy, un- 
til the first of September. The extra 
time given the factory department and 
the headquarters office has been de- 
voted to perfecting the new samples and 
also in preparing for the conditions 
which prevail in the trade. In a general 
way it was thought best to let retailers’ 
sentiment crystallize before putting the 
taen on the road thus making the trips 
more effective. The salesmen of the 
McElroy Sloan Shoe Company left 
for their territories last week and those 
of the Pedigo-Weber Shoe Company 
have been in their territories about two 
weeks. By the first of the month all of 
the local forces will be actively at work 
in their territories. 


Johansen Salesmen Out 


The salesforce of the Johansen Bros. 
Shoe Company left for their respective 
territories August 21, following a dinner 
given by the company to the men at the 
Mission Inn. Following the discussion 
of a most excellent menu, a review of 
the general financial, material and 


manufacturing conditions was given 
by Sales Manager Charles S. Strayer, 
Superintendent Edw. R. Ruthsatz, 
Secretary W. J. H. Anschuetz, Foreman 
John Fialco of the cutting room and 
others, and then the discussion was 
thrown open to the salesmen, with re- 
quests for opinions as to styles, samples 
and other features of the new season’s 
line. The result was a most interesting 
evening, the discussion stretching well 
toward midnight before the dinner 
~ party broke up. During the dinner it 
was announced that the factory was 
equipped to add welts to the output 
which has been confined to turns and 
McKays and the new sample lines 
contain the first numbers to which ad- 
ditions will be made from time to time. 


Road Man Retires 


J. W. Graham, who’ has represented 
Peters Shoe Company in Central Ar- 
kansas for a number of years, has re- 
tired and gone West to live because of 
his wife’s health. 


Territory Made Larger 


Dan Meyer of Peters Shoe Company, 
who formerly traveled Southeast Mis- 
souri, will now cover the central part 
of the state. 





EVERY SHOE STORE 


ATTRACTIVE 
FALL WINDOWS 


that will sell shoes 
All you need is— 


1st. “Autumn Foliage’ Win-Deco Paper, laid 
flat on floors (and panels). 


Rolls, $4.00 (21 in. by 75 ft.) 
Sheets, 15c. (21 in. by 33 in.) 


2d. A gold border around all edges. 
75-ft. strip. 


3d. A few Autumn leaves strewn around. 
5-inch cloth leaves—beauties—25c. doz. 


Note. Our Customers receive hints like these for 
each season. 


Win-Deco Display Service 
93 Federal St., 
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can have 









3% inch wide. 35c. 





Request samples. 


Boston, Mass. 









Reports Good Business 

A. F. Culkin, traveling New Mexico 
and Arizona for Peters Shoe Company, 
was in the house a few days last week 
taking care of his market trade. Mr. 
Culkin reports a good business, includ- 
ing two good opening stocks from his 
territory. 


Now in the House 


R. E. Smith of Peters Shoe Company, 
who has been traveling Central Mis- 
souri for a number of years, will now be 
in the house taking care of the visiting 


trade. 
Bicycle 


LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 











scription and 
THE BICYCLE 
STEP LADDER 
Pe oh 
Chicago -- i. 
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Retail WANTED 
Salesman Wanted A PARTNER 


WANTED — Sate i ; First-class retail sales to take charg 

; re salesman to e e 
ability need 6 ly. Adios i Sees of men’s and ? shoe department in Good opportunity for young business man 
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MANUFACTURER of men’s medium grade pode ag comm ergy bn oo oe oe gee dollars in corporation manufacturing 
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a We —_ none other — The business is well established, but needs 
man. tate additional capital to increase volume and 
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employed d me fully fro five yi Borgen | profits. Would like to hear from prin- 
salary had and expected. | tipals, all communications being con- 
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ROS. CO Boot and Shoe Recorder, 501 First National 
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By san and merchandising retail shoe mana- 








SHOE BUYER WANTED 


Ween aoe for shoe {oonment 
growing wholesale , 

AA juvenile footwear nr SP me oy t 

= and opportunity for re ht man. Give 


experience expected. 
Address C173, care Boot ond Shoe Recorder, 207 
South St., Boston, Mass. 











CAPITAL WANTED 


| ge ej CAPITAL WANTED—We have on 
n orders for 100,000 pairs of men’s, 
women’s are nildren’ 8 shoes at prices which as- 
sure pode ~then: net profits. e@ are unable to 
finance immediately this entire amount of business 
and will divide profits with y willing to ad- 
cient to handle a remaining a. 
This is a bona fide proposition an 
merits the fullest investigation. Address iss, 
care a and Shoe Recorder, 207 South St., 
ton, Mass. 


LINE WANTED 


SALESMAN with established trade wishes 

pay mere opt 's line of infants’ and children’s turn 

pana, he & for the — Eneland 
178. nd Shoe Re- 














States. reps 
corder, 207 South St., haeen Wee Mass. 
NERGETIC young man of thirty—a thoroughly 
E shoeman wants line of f footwear for 
iter oy York territory. Address C163, care 
Boot and Recorder, 207 South St., Boston, 











FOR SALE 


For SALE—Half interest in hoe. Splendid 
. in Ladies’ Fine Shoes i 

business already established. cars Boot and 

the right man. ” <ddeon> C159, care Bucs 

Recorder, 189 W. Madison St. , TM. 


Fs SALE—Exclusive shoe ee owing to ill 
health of owner. The™ it owner started 














WANTED TO PURCHASE 


WANTED FOR EXPORT 


Slow Sellers 








FOR CASH 


NEW YORK EXPORT. 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 








Ww and 
for for retail ~ hp INF pg ama 
other merchandise. 


For 30 year no object. 
old sleeesllic eoteaes, 
anaemia PURCHASING SYNDICATE 
Proprietor 


610 Broadway, 
Phone, Stagg 1757 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over, 

We will send a representative to investigate 
and make offer upon request. 


Max! Kalter Mercantile Co. 
Boogiwes Spring s160-S1bibies ow 














Icy 


We Buy for Cash 


egret Jobbere onl 
Close-outs. 

NO QUANTITY TOO LARGE 
We also entire a 


pean A of what 
wi ou 
om head. yu 


VAN PRAAG & CO. 


Shoe 
459 pt, Mate tn Roe AS New sk Ne 
Telephone 2248-2249 


SITTIN Telit 





Highest Cash Prices Paid 


for entire shoe stocks. We also buy 

your surplus or slow sellers. Quan- 
ities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 
GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 








DO YOU CONTEMPLATE 


t f busi ? 

fa pgp reae ix your o ness 

es: Sas les tack fn san hen 
Established 25 years. 


eT, OLENICK 


413 Broadway, New York Tel. 9531 Canal 
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Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


write fr THE CHICAGO 
SaiPacé WIRE CHAIR CO. 
621 N. LA SALLE STREET 
CHICAGO, ILL. 
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“MAKE YOUR SHOW WINDOWS PAY YOUR RENT” 
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Stock Style 2163 


BLACK VICI, 9-INCH 
FLEXIBLE McKAY 


Sizes 2 8; A, B,C, D 
PATENT COLT, 9-INCH seas Dis 
GRAY KID TOP Price $6.50 Stock Style 2509 

FLEXIBLE McKAY ° BLACK VICI, 8'44-INCH 

Sizes 214 to 8; A, B, C, D GOODYEAR WELT 
Price $6.35 HALF RUBBER HEEL 

No. 2160—Same with Mouse Kid ° Sizes 2)< to 8; C, D, E 

Top Price $7.50 


Stock Style 2164 





Remember —This Is “The House That Helps’’ 


REALLY efficient wholesale house HE success of this house is founded 
on conscientious service and value 

giving. Any Parker Holmes customer 

will tell you as much. 

Conditions make this inevitable. The one We hope to be of service to many new 

necessary thing is to pick the right customers in the coming months, and 

wholesaler. that your store may be among them. 


can render its customers more help- 
ful'service this season than ever. 


PARKER, HOLMES & COMPANY 


“The House That Helps” 
BOSTON, MASS. 





See ee oe SL SL SM LLM enniniin et it 
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* Walk -Croft _JChevactet 


E. believe that character is the keynote 
of the attraction of our proposition 
to live merchants. 

We refer not only to the character of our house 


which has brought us a reputation for 100% 
square dealing but also to the character 


of our lasts and patterns. 





FACTORY 
13 WORMWOOD ST. 
BOSTON, MASS. 


HEY are adopted only when they prove 
to be fascinating on the foot. 


For buyers of Walk Cuoft process shoes this 


means quick sales and real profits! 





If you are not already acquainted, a post card 
will bring you a sample or a salesman. 


BANCROFT WALKER COMPANY *esecn= 


MAKERS OF SMART SHOES FOR WOMEN 


RICE BUILDING 


“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 
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High Boots—VODE KID 


N all parts of the country prominent retailers are 

* buying high colored kid boots. The reaction from 
ultra-conservative colors is a great vogue for bright 
shades. Feet pinched by heavy inflexible brogues relax 
comfortably in pliable kid. Country-wide bargain sales 
have banished the low-cut as a style leader. A coming 
season of abbreviated skirts will influence women to cover 
with leather ankles formerly draped with cloth. A numbe: 
of manufacturers are making ready to meet the demand 
and are now cutting Vode Kid of a variety of colors into 
ten-inch boots. Write us; we will give you their names and 
at the same time tell you some interesting facts. 


. 


Sranparp Kip Manuracturinc Co., Boston, Mass. VODE KID—THE LEATHER 
Branches in New York, Philadelphia, Rochester, Cincinnati FOR QUICK SELLING SHOES 


Chicago, Si. Louis, and Montreal 
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Style 5005—$3.25 Pair 


All satin mule, half Louis heel, ribbon 
bows to match; pink, blue, rose, lav- 
ender, copen, black; sizes 3 to 7. 


Without ribbon bow, $3.00 


BOUDOIR 


Style 5070—$3.75 Pair 


Quilted black satin mule, contrasting 
color satin instep, turned sole, half Louis 
heel, ribbon bow; pink, blue, _ lav- 
ender, copen, black; sizes 3 to 7 


Style 5065—$1.3714 Pair 


Quilted ‘sateen slipper, chrome sole, 
pom to match; pink, blue, rose, laven- 
der, copen; sizes 3 to 7. 


: SLIPPERS 


ven ~ 


Style 5031—$41.00 Pair 
Black brocade mule, contrasting color 
satin instep, half Louis heel, shirred 
ribbon bow and buds, ribbon elastic; 
pink, blue, rose, lavender, copen: sizes 
3 to 7. 


HOLIDAY 


Style 5071—$4.00 Pair 
Silk brocade mule, satin lined, half 
Louis heel, gold brocade with black 
lining, silver brocade with silver gray 
lining. 





Style 5060—$1.374 Pair 


Gray suede slipper, colored trimmings; 
pink, blue. rose, lavender, copen; sizes 
3 to 7. 


Terms: 
2/10, net 30 


Style 5027—$2.75 Pair 


Quilted Satin Slipper, turned sole, low 
heel, pom to match; pink, blue, rose. 
lavender, copen; sizes 3 to 7. 


BUSINESS 


Style 5039—$2.50 Pair 


White washable kid slipper, colored 
ribbon, drawn, rosette trim, quilted 
lining; pink, blue, rose, lavender, copen: 
sizes 3 to 7. 


HevFreydherg 


85 Mh Ave. Mw-Uore, 


Fair Dealings Win Fame 
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How Much Are Colored Kids? 


Wire that question to your manu- 
facturer. Most of the real busi- 
ness this Fall will be in colors. You 
want your share. Investigate. 


Here’s a prophecy. In every city 
in the United States which makes 
any pretensions in the way of 
stylishly dressed women, the shoe 
situation is going to be about as 
follows this Fall. 


Most of the stores will trim their 


windows with a perfectly respect-: 


able assortment of blacks and 
browns which in all essential re- 
spects will be strongly suggestive 
of the styles of 1890. 


And then, just when 
dealers are telling 
themselves that at least 
these nice old conserv- 
ative styles are safe, 
even if trade is pretty 
slow, two or three of 
the really live stores 
will suddenly blossom 
out with displays of 


delicately shaded colored kids. 
These windows will be both at- 
tractive and alluring to the fem- 
inine eye. From then on, blacks 
and browns will be about as sal- 
able as congress gaiters. 


Right now, buyers who make it 
a point to keep posted on real 
style tendencies are on a still hunt 
for colored kid shoes. A certain 
prominent New York buyer has 
recently visited practically all of 
the manufacturers of fine shoes 
in a desperate quest for enough 
colored kids to care for demand he 
knows will descend on him this 


Fall. 


Of course it’s too late 
to make up colored 
kids for everyone, but 
just the same we re- 
peat the suggestion 
that you wire to your 
manufacturer— 


“How much are col- 
ored kids?”’ 





FINEST BLACKS AND COLORS 


Amalgamated Leather Companies, Inc. 
Formerly F. Blumenthal & Co. 


WILMINGTON, DEL. 


NEW YORK PHILADELPHIA BOSTON 














Loca with 


Point to any really successful retail business, and you 
invariably will find a leader—some one big outstanding 
factor—responsible for its success. 


In the Donley Shoe you have all the qualities for a success- 
ful leader for your store—a leader that will build up your 
men’s business to a large volume. 


Here is a good appearing shoe—built 

Over a popular last. It’s a quality 

shoe--from every standpoint. It 

a) 6can be profitably retailed at $10.00 

te| Oia —thus satisfying the majority of 
Vee Seei-sen) your trade. 


z= = 


“ KENOSHA.WISCONSIN.US.A ~ A Get a leader!—a successful 


leader—THE DONLEY! 








the DOMLEY 


The DONLEY—an ALL leather, Goodyear welt, Ma- 
hogany bal. Leather counters, leather box toes, solid 
leather heels, grain 


leather innersoles. | 
Always in stock— 
AA to D widths— 


Sizes 5 to 11. 


Price $7.50—less a_ discount 
that easily makes this shoe a e ess 
value that will be difficult to Discount 


duplicate. 





ite 
ARISTOCRATIC 
SHOE 
at the 


Tie up your store with this DEMOCRATIC 
snappy leader and watch PRICE 
your sales grow! 


Order a sample 
dozen pairs 
today. . 





W. E. DONLEY SHOE CoO. 
KENOSHA, WISCONSIN 
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CALA: 


“Lhe Oulward Lvidence 
= Of Quality Within. 


HAT fine woolens are to 
good clothing NAVO- 
NOD CALF is to good shoes. 


So just as good clothing is judged 
largely by fabric your shoes can 
be judged if they are made of 
NAVONOD CALF. 


“NAVONOD CALF 


is the outward evidence of 


R ( " quality within.” 
eer Kele 

9 a — 
|__[ DONOVAN, BROTHERS Inc 
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Beals-Pratt Shoes Are Based on Quality 
Rather Than Quantity 


To be leaders in QUANTITY production of Shoes has never been our aim. Rather, 
we have steadfastly sought to maintain a QUALITY production in our merchan- 
dise that would guarantee the best-known values in Shoes at our prices. 


Retailers who sell BEALS-PRATT SHOES know what STYLE, QUALITY and 
VALUE at a moderate price means in B-P Shoes. They know it is one of the 
surest ways of satisfying their customers and building permanent trade. Even 
with our keen watchfulness of QUALITY as against QUANTITY production, the 
needs of our trade have necessitated a new BEALS-PRATT SHOE factory, which 
increases our production over two hundred per cent, but our well-known standard 
of high quality shoes at lowest prices will always be present in that new production. 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee Watertown 
Wisconsin Wisconsin 
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If You See Sample Clippings 
of Our New 


HENNA 


(WEILDA CALF) 


See ee tod 0d: 


> 
5) 


It is perhaps needless to ex- 
plain here that WEILDA you will readily understand why so many fine shoe- 


CALF is the finest suede- makers have ordered it so generously. 
finished calf leather to be 
had. HENNA is the new shade which all the most exclu- 


sive garment houses are showing. 


OE HE KI ME SH 


It is the softest in texture, 
i beautiful in coloring, : 
cer tet cine We have never produced a more beautiful shade of 
and preferred by women who = ‘ 
follow fashion closely. Weilda—which means also that we have never made 
a more beautiful leather. 


TYRIAN BLUE 


(WEILDA CALF) 


= JOE +e 


«~ 
a 


TRE EI) 


Is Blue really as popular as “they say’? 


PAO +§ DH HO He < 


Our answer is—we are busy keeping pace with the 
call for our TYRIAN BLUE Weilda. 


Our blue is not an ordinary BLUE, but a truly indi- 


vidual shade that any style-wise woman will prefer. 
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A.C. Lawrence LeatherCompany 


161 South Street ,Boston , Mass. 
NEW YORK- CHICAGO - ROCHESTER 
GLOVERSVILLE 
CINCINNATI 
ST.LOUIS 


escat 23> >>>: 
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pocgne Oxford. 
Perforated Wind 


s ‘«. 4 
ZN —A iS >i <i 2) SS Sd 
CHICAGO 
th Dearborn Street 


*s Brogue Last. 


Tip and Heel Foxing. 
35 Sou 


Address all communications to Breckton (Campeilo), Mass. 


Men’s Cordovan Blucher 
Thompson 


(Cox 


CIDEDLY THOMPSO 


C 

th 

d 
ogee 
Non 


207 Essex Street 


ooth, bright finish which 


or a 
Oo grow 


Thompson 


and Winter. 


CORDOVAN 
BROCKTON 
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MEN'S FINE SHOEMAKERS 


dull. All 


n shoes are cut from selected 
Building 
( =6 fy : iy 
JEAN YaSGAY 


pecial finish. Anticipating, 


emand for Fall, we have in stock 
diate shipment, Men’s Cor- 


van Brogue Blucher Oxfords; 
sample from stock or regular line on 


8 Penggeniont igi BROS... SHOE ea 
Marites Ba 
5 n g >» B> Yi WF 3 Sanh, i$ 





HERE will be a big, cordovan 
demand for Fall 


famous throughout the retail trade 
ov 


Thompson’s Cordovan'has become 
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Looking Ahead 


\ \ JE view with optimism the trend of business in 
the shoe trade, your business and our 


business. 


THE TIDE HAS TURNED, and orders now 
being booked for immediate and early delivery 
point one way, namely, that the wide-awake shoe 
merchants are doing business, giving their stocks 
careful attention, looking for more rapid turn- 
over, and are making legitimate profits. 





Our organization since its inception in 1859 has 
founded its success upon SERVICE to the Shoe 
Merchants, based upon upright dealing and 
liberal treatment. 
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This SERVICE today will be an important help 
in giving shoe merchants a quicker turn-over, for 
you can safely and with profit select your re- 
quirements from the complete stock of the 
R. P. Smith & Sons Company line, which includes 
all kinds of dependable shoes for men, boys and 
youths, women’s, misses’ and children’s comfort 
shoes, dress shoes, work shoes, novelty shoes, in- 
fants’ soft soles, shoe store accessories. 


A busy fall season is at hand. Profits will be 


made on shoes you sell to customers when they 
come into your store. 


Let us aid you in keeping your stock replenished 
for volume business. 


R. P. SMITH & SONS CO. 


Manufacturers of Shoes 


Kingsbury, Huron and Roberts Streets 
City Sample Room, 20 S. Wells St. 























If worn out before that time 
will he replaces With & Naw per et Dees 


Uppers of soft and pliable chrome tanned elkskin, bottoms of 
the same tannage and waterproofed solid leather throughout. 
A profitable addition for your shoe department, volume sales, 
quick turnover, satisfied customers. 


BROWN ELK BLUCHER UNLINED CHROME GUN METAL LACE DRILL LINED 
1978—Sizes 5 - 8 AS ILLUSTRATED 
1979—Sizes 8-11 ¥ 1990—Sizes 5 -8 
1980—Sizes 11\- 2 x 1991—Sizes 8-11 
1976—Sizes 2\4- 5% . 1992—Sizes11%-2 . 
1215—Sizes 6 -1l wale 


BLACK ELK BLUCHER UNLINED MAHOGANY LACE DRILL LINED STYLE 
Mie O28. cis. i. ks Ae $2.35 AS ILLUSTRATED 


oe th. ee eee 365 299G—Sints G& <= Bove ccicccdcccevecee $2.65 
ee ae A OL SE 2.95  1994—Sizes S4-1L ww. cece eee e nee 2.95 
B97F—Sines 246- Bin kc cccecgecces 3.65 1995—Sizes11- 2  ....... cece eee eeee 3.50 


BROWN ELK BUTTON UNLINED 


1984—Sizes 5 - 8 
1985—Sizes 844-11 
1986—Sizes 114- 2 


BLACK ELK BUTTON UNLINED 


1987—Sizes 5-8 
1988—Sizes 8% - 11 
1989—Sizes 1144-2 


Immediate Delivery 


-HENRY KLEINE &CO., Chicago 
208-214 West Lake St. 
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=" ATLAS KID APOLLO KID 
ACHILLES KID 


ALL POPULAR UP-TO-THE MINUTE SHADES 

WE ARE THE LARGEST MANUFACTURERS OF SEMI 
CHROME LEATHER IN THE WORL 

VIGORY BOARDED KIPS 


EBONY CAGRETTAS 
AGENTS IN ALL 
PARTS OF THE WORLD 


—, 


CAPITAL. and SURPLUS 
OVER 71,000,000 
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Swells the Gross Volume and 
Net Profit Average of Your Store 


Highly profitable changes have taken place in 
many lines of retail business. 


Drug stores have ceased to sell only drugs and 
medicines. Old-time electrical shops now sell 
every known electrical device and convenience. 


YOUR business will undergo a highly profit- 
able change if you make up your mind to 
FEATURE foot comfort and X-L Combina- 
tion Last Shoes. 


In developing the Combination Last Shoe end 
of your business you do two things in par- 
ticular: 


1. Increase gross volume and speed up 
your turnover. 

2. Build up a good-paying, steadily-growing 
business and swell the net profit average of 
your store. 

X-L Combination Last Shoes are not intend- 
ed to merely supplant other shoes you have 
in stock. They are intended to help you at- 
tract new trade—add new customers. 

We will help you, and show you how, to build 
a big business in your community on’ Com- 
bination Last Shoes. Write for folder. 


Sample orders solicited. 


THE KROHN- FECHHEIMER COMPANY 


X-L LINE DEPARTMENT 


CINCINNATI, OHIO 





Easy 
Filling 


X-L LINE 


Gm ombination feature IN STOCK 





AAA 


No. 2710—“Happy-Foot” Combi- 
nation Last, glazed kid, welt, 8- 
inch boot. % foxing, 14-8 straight 
heel, imitation straight tip. 


Price, $8.75 


No. 2709—“Comfy-Fit” Combina- 
tion Last, glazed kid, welt, 8-inch 
boot. 3 foxing, 14-8 straight heel, 
straight glazed tip. 

Price, $8.25 


No. 2711—“Fitzu” Combination 
Last, glazed colt, welt, 8-inch boot. 
% foxing, 12-8 straight heel, 
straight glazed colt tip. 


No. 2712—“Konsolation” Comb: 

nation Last, glazed kid, turn, 8 

inch boot. % foxing, 12-8 straight 
heel, straight glazed tip. 

Price, $6.50 Price, $8.25 








SCHMIDT’S 
WAYNE CALF 
































WAY NE BLACK CALF 
CY leather nr 08 


fhe excellencies of ca 
and kid. . 
lts sphere ts the higher 
grades of men’s and 
womens sioes. 


CARL E. SCHMIDT &CO,Inc 


TFaovrwvIers OF fhe Scrat Calf Leathers 
DETROIT; MICHIGAN BOSTON, MASS. 


REPRESENTATIVES 
H. B. ALTENDERFER A.J. & J.R. COOK 
Philadelp/ia San Francisco 
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FENTON’S NOMINEES 


Have Been Elected as the Style Leaders 


FOR FALL 
The “Nominee” The “Bandolier” 


















In Stock 
September 15th 





Write for Name of 
Nearest Jobber 






No. 3366 The ‘‘Nominee”’ 


High Grade Blue Cab., Blue Suede Insert, 10- 
inch Boot, 18-8 Covered Louis Heel, New 33 
Last, Medium Toe, 3 5-8 Vamp, New Process 
High Grade McKay. 










No. 3358 


Same in Brown Kid, Taupe Suede Insert, 18-8 
Leather Louis Heel. 









No. 3359 


Same in Black Glazed Kid, Black Suede Insert, 
18-8 Leather Louis Heel. 











No. 3365 The ‘“‘Bandolier”’ 


Brown Kid Vamp and Straps, Brown Suede 
Top, 18-8 Leather Louis Heel, New 33 Last, 
3 5-8 Vamp, New Process High Grade McKay. 








Fenton’s New Process 
(Patent Applied For) pro- 
duces close, tight edges, 
which render the shoe 
light and flecible and re- 
tain the shape. 











The John Fenton Shoe Manufacturing Company 
Columbus, Ohio 


i. 


_ 
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ILLIKEN SHOES are as 
distinctively different from -- 
the usual run of Children’s Shoes 
as daylight and the above con- 
stellation. 


Billikens, just as ‘““Cetus the Whale” 
of the firmament have ploughed their 
way between the horizon and the 
zenith of popularity—and have ar- 
rived. 


Billikens may easily be distinguished 
by their flexibility, finish and beauty. 


Merchants who are interested in 
building a permanent business in 
Children’s Shoes will find Billikens 
the Keystone. Write for our 
proposition. 


M*ElroySloan 


Shoe Company 


ST.LOUIS MIssouRI 
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AVOID WELTING WASTE 


EVERY SAVING COUNTS IN PRESENT 
DAY COSTS OF SHOEMAKING. 


NO SHORT ENDS 
—SOLD AS SCRAP 


A SIMPLE PRESSURE OF THE FINGERS JOINS THE ENDS 


Barbour Grooved Endless Welting 


has economic features deserving your attention 


It is put up in 50-yd. hanks of guar- —_ cemented and protected by a patented 


anteed measurement. waxine .paper envelope, so that by a 
It is grooved accurately and carefully, simple pressure of the fingers the ends 
following your exact specifications. may be readily joined together, 


It is provided with the ends scarfed, entirely eliminating end waste. 


BROCKTON RAND COMPANY 


BROCKTON, MASS. 
Boston Office, 12 High Street. 
























BOOT AND SHOE RECORDER Sept. 4, 1920 





I ey PSHM eR eT e LST eM DEL UL Ph 


SPARTAN 
CALF 


Thi w edi b: sh d ‘ d 
Color 32 having a steadily increasing call leathers 
wertliea “gr seaained = ea always 


Medium Brown shoes 
brown shade, and should be sampled 
Caeaty in order to be appreciated. shows 
WwW hi 1c h 


eager could ot mae a WwW ay 
an the continued demand for this 
Colo r 3 3 famous = arom by us. De- t h e 
spite predictions to the contrary, 
Tony Red we are still having large and steady style 


Gand) orders for Tony. wi inds 
ar Cc 





T. R fra all a bane. 7 —_— 

eather ison the Tony or. 

ony e Nothing seems to please our trade 
(Boarded) so well for a boarded stock. 


CRESCO 


The old reliable. Year by year we make more of it for 
winter shoes. It seems an accepted trade fact that 
CRESCO is the only waterproof leather that takes a polish. 


: 
: 
: 
F 
| 
: 
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: 
: 
: 
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CREESE &COOK CO 
comet 


4 CREATORS OF a, CALF LEATHERS 


TANNERIES GGG  SALESROOMS 
DANVERSPORT PHS ior 95 SOUTH ST. BOSTON 


‘WOLFENSTEIN x SHANAHAN P.A. HENRY xCo 


39 SPRUCE STREET 
NEW YORK 
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Season’s Newest 


E show here one of our very newest models—possessing 
good fitting qualities and service-value to an unusual 


degree. 
It is a modified English last—Goodyear welt—has grain leather 
counters, grain sole leather lift heels, first quality 9-iron outsole, 
full grain mahogany calf upper; lining 175 Khaki twill with felt 
lined tongue to match; first quality 6-iron grain innersole. 


All the improved methods of finishing and shoe making—the result 
of 19 years’ experience—are built into this shoe. 


And it’s only one of a number of other new models in the Racine 
aa i acca line this season. 


RACINE SHOE MANUFACTURING CO. 


Medium priced dress shoes for men 


RACINE - + = WISCONSIN 
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| DYo} am omn bE-1=me Dlopolela nell 
White Leatherv. 
Select a White Leather 
That’s Right. 
Specify The Whitest White~LEVORS. 


G. LEVOR & CO.,, Inc. 


TANNERS OF CABRETTAS 








NEW YORK CLOVERSVILLE, N.Y 
BOSTON MILWAUKEE ST. LOUIS 
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IN STOCK 


423—Chocolate Elk Blucher, 
unlined, Goodyear Welt, 
Barker Last, E width, Sizes 
5 toll. Price 


$5.25 


BARKER BRAND 


VSS SS SSSSISNI23 12 2505522235922) LAPIALIT ALIS Les eL Lids bss oliLasisatyy 


You want to be able to meet fully the individual requirements of 
each work shoe customer. The specialized BARKER BRAND - 
line comprises the smallest number of shoes with which this can 
be done. With BARKER BRAND you can keep your stock 
down and keep it turning, and build up prestige on definite, un- 
varying quality. 
Send for In-stock Catalog 
New York Sales Office, 149 Duane St. 


) \. HUNTINGTON SHOE Aa 
h \. AND LEATHER CO. f 
HUNTINGTON, INDIANA 


bulls on NF 





BOOT AND SHOE RECORDER Sept. 4, 1920 





LUcIUS BEEBE & SONS 


129 SOUTH ST. BOSTON, MASS. 





BLACK AND COLORED CHROME SOLE 
SHEEPSKINS FINDINGS | 








i &. “, 


AYER TANNING CO. 
MANUFACTURERS OF 


Hy 
i RUSSIA CALF 
: BOARDED AND SMOOTH 
| BLACK AND COLORED SIDES 
: CALF LININGS ELK SIDES 
SPLITS BAGSLEATHER 
MAT CALF METAL CALF 
























The Comfort Shoe that’s also S —_ 


OR YEARS everybody has said it couldn't be done. Ko man living 
could design a genuine ‘‘comfort shoe” that was, at the same time, 


smart to look at. 


r 





But we couldn't give up the dream. Every merchant knows that among 
the women wearing the prevailing types of comfort shoe are many—very, 
very many, who feel that such shoes do not give a happy effect with a velvet 
gown, or a light afternoon frock, or a satin sport skirt. These women are always 
unconsciously looking for A COMFORT SHOE THAT IS ALSO SMART. 


On the other hand, many women who buy fine, high style shoes, are suffering 
from repeated bad fittings or injudicious choice of models, and would be glad 


to have the ease of a shoe made especially to give relief, if they could only 
reconcile their minds to the ungraceful outlines of the ‘‘comfort shoe” in the 


many familiar types we now have them. 
Wouldn't you like to offer both these classes of women a comfort shoe that 


is ALSO A COUSINS SHOE? 


We don't mean merely a shoe made in the 


Cousins factory; we mean a shoe which shows at a glance the beauty and 


smartness characteristic of shoes with the Cousins mark. 


We are now ready with a shoe of this description. This new shoe and the 
trademark which identifies it are here shown. MODEASE will be made not only 


in the materials ordinarily used in comfort shoes; but also in fine black and tan 
calf, and in smart combinations of leathers. It’s a shoe which the smart woman 
can wear with her most elaborate costumes without feeling any incongruity. 


Of course, you can't believe that we have such a shoe. The union of style 
and comfort in a shoe has been tried so often, and with such indifferent success 
on the whole, that all who sell shoes, and most of the people who wear them, 
are inclined to think that style and comfort in a shoe are mortal enemies. 


We shall be glad to tell you more about the MODEASE shoe upon request. 





Address Dept. B. 


Shoemakers 


J. & T. COUSINS CO. 





NEW YORK 
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Dress, Sport and Work Shoes 
for Spring 1921 


Can be Made in a Great Variety 
of Styles with 


eR: OO ee 
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GG 


Our Calfskins, Veal Sides and Sides 
In Most Every Known Finish 


FIND THEIR PLACE IN EVERY LINE 








‘“‘Lozant” “Waukegan” ‘‘Wilmette’’ ‘“‘Kenwood’’. 


Dull Calf, Veal Sides, Sides, Colored 
and Black, Smooth and Boarded for 
High Grade, Popular Priced Dress 
and Street Shoes 


“‘Elkwood”’ “Waukegan Grain”’ 
Sides for Sport and Work Shoes 








Oo 


THE GRIESS PFLEGER TANNING CO. 


TANNERIES CHICAGO—WAUKEGAN, ILL. 
INSOLE CUTTING FACTORY NATICK, MASS. 


CINCINNATI, 810 SYCAMORE ST. BOSTON, 179-193 SOUTH ST. 
CHICAGO, NO. BRANCH, HALSTED ST. NEW YORK, 178 WILLIAM ST. 
CABLE ADORESS: GRIESS 
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EINSTEIN 


THE SUCCESS 
OF 
FALL STYLES 


Satin and Suede 






















An unbeatable combination 
for Fall—fine footwear of 
Satin and colored suede 
leathers or kid. Merchant 
and customer alike are in- 
fluenced by the manufac- 
turer. 


EINSTEIN SATINS are re- 
liable and safe and can be 
had in prevailing shades. 


J.EINSTEIN INC. 


9 SPRUCE STREET, NEW YORK 
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B0172K $9.25 B0374L $10.75 
Woman’s Black Glazed Kid McKay Boot, Woman’s Black Glazed Kid Welt Boot, 
Arlington last, 8-inch height, perforated Kenmore last, 8}4-inch height, lace, imi- 
vamp, lace, imita ion tip, 1 7-8 inch Cuban tation tip, 134-inch Cuban heel. AA, 
heel. A, 4 to 8; B, 3% to 8; C, 3 to 8; 414 to 8; A, 4 to 8; B, 3% to 8; C, 3 to 8; 
D, 2% to 8. *« D, 2% to 8. 


Black Kid Boots are always in demand. Have 
Orders filled immediately 








you enough of them? 
on these two styles. 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


LOS ANGELES OFFICE 


319 Story Bldg., Los Angeles, Cal. 
G. C. McATEE, Representative 


DENVER OFFICE NEW YORK OFFICE 
218 Charles Bidg., Denver, Colo. Bush Terminal Sales Bldg. 
Tiger & McNutt, Representatives 130-132 West 42nd St., Room 1521 
S. A. McOMBER, Representative 
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The Sole 
That 

Has Made 
White Shoes 
Staple. 





GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. 


31 











AUGHAN'’S IVORY SOLE LEATHER 
is always good style. In the large centers 
and at exclusive winter and summer 
resorts, merchants who cater to wearers of 
the better class of white footwear are careful 
to specify Vaughan’s Ivory when ordering, 
because they know its genuineness thoroughly 
satisfies their customers. 

Being white clear through, VAUGHAN'’S 
IVORY soles and heels cannot crack or peel. 
Having no artificial finish, neither paint nor 
spray is necessary to obtain that clear dis- 
tinctive IVORY tone, which never changes 
during the life of the shoe. 


Another very igpertene detail is VAUGHAN'S 
IVORY—it 


Costs No More Than Other Good Shoe 
Leather 
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“BOSTONIAN CREAM” 


You'll “get more shoes 
sold right” if you ad- 
vise its use regularly. 
Finishes Kid and Calf 
shoes the finest in the 
shortest time .*.  .°. 


Whittemore Bros., Corp. 


Ask your jobber salesman or write for complete catalogue 


Boston 
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An Indestructible Shoe Lining 


cannot be made (if made at all) within a reasonable price limit, or without employing so 
large an amount of cotton as to make it impractical. Sad, but true! 


But This Is What Can Be Done—. 


If put together the right way, a given amount of cotton may be made to yield a larger measure 
of efficiency than as though, in construction, no consideration is given to the peculiarly dam- 
aging treatment a shoe lining receives. 

This fact is so obvious that there is no room for argument. 

Do the usual types of material used for shoe linings provide the greatest efficiency obtainable 
from the amount of cotton employed? We say emphatically, NO! 

And what we say can be proved in the most positive and convincing manner. 

Incidentally, does the usual type of cloth make a particularly attractive or distinctive lining 
for fine shoes? Again we say NO! 

On the surface, all ordinary twills look substantially alike whether they are heavy or light. 
And twills have been considered the “last word” when style has been the objective. ‘ 
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Is Not Indestructible 


But it does embody a method of construction which gives tremendous durability in combina- 
tion with an appearance which is really distinctive, and which stamps it as being in a totally 
different class from ordinary linings. 

This combination of the two essentials in a lining for fine shoes (Service and Style) is so obvi- 
ously and demonstrably superior to anything heretofore produced that it goes far toward 
reconciling us to the fact that we cannot offer it as being absolutely indestructible. 

Even so, it is astonishing to discover through the medium of wearing-tests how many addi- 
tional miles of service may be obtained by the use of our thoroughly sound and logical method 
of “Balanced Construction.” 

We know of no more effective way to increase the value of a fine shoe (or any shoe) than by 
utilizing the Service and Style offered in “Doubletwill.” 


ETOH 
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“‘DOUBLETWILL”’ Shoe Lining Is Made In But One Quality. 
It Is Sold Only by W. H. HOLBROOK COMPANY 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY FACTORY 


Philadelphia, Pa. ; Gloversville, N. Y. 
SALES OFFICES 


New York Boston Philadelphia 
Cincinnati Chicago St. Louis London 


SURPASS LEATHER CORPORATION BOOTH & COMPANY (London), Ltd. . 
Boston, Mass. London, Eng. 
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SETT — 
Rossen 


“MAKES LIFE'S WALK EASY” 
TRADE -MAPy 


READY! 
The CROSSETT SHOE 
in a complete line of 
Men’s and Women’s 
Fall Styles is ready for 
Immediate Shipment 
Send for Catalog 
Just off the press 


IN STOCK DEPARTMENTS 


No. Abington, Mass. 19 So. Wells Street, Chicago 





CONSTANT IN QUALITY—NATIONALLY ADVERTISED 


LEWIS A. CROSSETT CO. 


NORTH ABINGTON, MASS. 


New York Salesroom . San Francisco Salesroom Boston Salesroom 
606 Marbridge Bldg. 463 Pacific Bldg. 58 Lincoln St. 


Chicago Branch 
19 So. Wells St. 









































































































































Rueping Upper Leathers Give 
Better Results: 


HE “Just Happen” or guess work is taken out of 

upper leather making. Our present process is the 
result of experience gained during sixty five years of tann- 
ing and assures you of upper leathers made from Calf, 
Veals and Sides with good strength, mellow feel, tight 
break, uniform shades and economical cutting qualities. 





Fred Rueping Leather Company 


FOND DU LAC, WISCONSIN 


ESTABLISHED 1854 


Branches 


Boston St. Louis New York 


Milwaukee Chicago 
Cincinnati ! Montreal, Can. 
San Francisco a Northampton, England 
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NOTHING has been left un- 


done to make and maintain 


POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 


Distinguished for its Fine Face and 
Even Weave, which give it an in- 
dividual character that is reflected 


in the shoe. 


Thomas, Lake & Whiton, Inc. 


147 Lincoln Street 
Boston, Mass., U. S. A. 
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BASS SHOES 


For Hard Service 








ee 


Illustrating 
Three Types 
of Winter 
Footwear 








Each Shoe 

Built For 

a Specific 
Use 


2 BROWN CHROME 
Stock No. 
933—Brown Chrome Moccasin, 9-inch, full bellows 


, Klondik lets, S: hoe last. 
hen O> 13 FR tote 60071 Thirty Dis- 
MADE ALSO FOR WOMEN, k . 
BOYS AND YOUTHS tinct Lines 


Shown In 
Our New 
Catalog 














Each Line 
Built For 
Hard Service 











DRIVING AND LOGGING SHOES OIL FIELD SPECIAL 

This line is widel Spee oe ie “Bass Best.” a Eeaiaer Cee vease igned, bui d sold i he oil fi 

heey “yt the vag ny to PMI Sse Design ilt and sold especially for the oil fields 
of pe Es 4 d ae river men have found it the best driving Stock No. 
shoe they cou! 1367—Tan Waterproof Grain Blucher, 16-inch, tip, full bellows tongue, 
The sole ia the vital a = Kips oy shoe. . pazant De yr leather lined vamp, brown Klondike eyelets, double water- 
firm, s calks, 

will soon break the fibres and work out. The sole leather proofed sole, Goodyear welt, Munson last. 
used ii ing Shoes is especially tanned for us. It is a firm Stock, 6 to 12 D, E, to order, 6 to 12 A to EE. 
hard leather, which d does not soften when wet, and can be depended - ; Z : a 
upon to hold properly set calks in all conditions. 1863—As No. 1367, 8 inches high. 1365—As No. 1367, 12 inches high. 
To order, 6 to 12 A to EE. To order, 6 to 12 A to EE. 








Stock No. 
to— Bleck ee eee Datentaat, Cepta tat. Stach, Sell tahowe 1364—As No. 1367, 10 inches high. 1366—As No. 1367, 14 inches high. 


ingle sole, outside ta t 
on, nts Be to enaee,  Pegeed, Drt To order, 6 to 12 A to EE. To.order, 6 to 12 A to EE. 


G. H. Bass & Co. Sheemakers Wilton, Maine 
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From the movie screen we learned the 
secret of fitting shoes to feet in action 








Made t to fit the hse IN 2 ee 











Reproduction of a full page advertise- 
ment which will start our campaign in 


THE LADIES’ 
HOME JOURNAL 


VOGUE 
PHOTOPLAY 


THE CHRISTIAN 
SCIENCE MONITOR 
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The secret is being told to 
millions of women 


The interest it has created means 





much to you as a shoe merchant 


He” moving pictures have made it possible 

to fit shoes to the foot 1n action is quite the 
most interesting shoe-story ever told to 
American women. 


It is big enough and new enough to justify 
telling it to more than 3,000,000 women in 
one of the largest publicity campaigns ever 
conducted for women’s shoes. 


In approximately 15,000,000 advertisements 
appearing in The Ladies’ Home Journal, 
Vogue, Photoplay and The Christian Science 
Monitor during the fall, winter and spring 
months, these millions of women will see for 
the first time the secret of Red Cross Shoe 
designing. 


Behind the movie scenes 


They will be permitted, as it were, to peep 
into the big room filled with green glare and 
noisy with the sputter of mercury-lamps and 
camera clicks—the movie studio in which 
the secret of /asting Red Cross style was 
developed. 


They will learn how moving pictures register 
the feet of a young woman as she walks shod 
in Red Cross Shoes—16 pictures every sec- 
ond, 64 at every step. How, from hundreds 
of these pictures showing the foot in every 
possible walking position, our designers have 
learned things about the foot in action that 
could not otherwise be known: 


How utterly it differs from the foot at rest; 


How to make shoes that will look small and 
trim on walking feet; shoes that move with 





901 Dandridge Street 


The Krohn-Fechheimer Co. 


the foot—not against it; shoes that retain 
their graceful lines after months of wear. 


This has been the basis of the advertising 
campaign because every woman wants more 
than style upon the foot when fitted—she 
wants shoes that retain their trim and grace- 
ful lines after months of wear. 


That is why this story is interesting millions 
of women throughout America. That is why 
the women of America are being told the 
story of the lasting style of Red Cross Shoes 
in one of the greatest publicity campaigns 
ever given a woman’s shoe. 


Told graphically with the aid of actual motion 
picture photographs to 3,000,000 women 
buyers in the largest and most influential 
women’s publications in America—do you 
grasp the possibilities of such an idea in cre- 
ating buying interest, in speeding up turnover? 


Speaking now of turnover— 


It will pay you to make all your stock active 
by concentrating on one fast-selling factory 
line in each grade of your trade. It will pay 
you to stock Red Cross Shoes as your women’s 
high-grade line. 


“The most salable shoe in America” is being 
made more salable than ever by the unique 
and extensive publicity we have described. 
That means faster turnover and more profits 
forgyou. 


Investigate for yourself. A wire or letter will 
insure you an early interview with one of our 
representatives and will obligate you in no 
way. Send it today—now. 


- » Cincinnati, Ohio 
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CHAINING 


THE RISK 


JC EEPING THINGS ON THE JUMP 
WITHOUT BEING SIDETRACKED 


“T’'ll take it” was the easiest thing 
said while shoes were being bought 
on a rising market. But while one 
is ready to buy, the most impor- 
tant question is from whom shall 
the buying be done. 


“Shouting off the roof tops’ and 
wild declarations of superiority 
may attract attention. Still it 
would seem best to make sure 
that the proposition is sound clear 
through. 


If you buy anywhere, and on out- 
ward appearances you may be 
disappointed later.. There is a 
risk, and if a business future is 
more important than a temporary 
bigger margin, here’s our tip for 
chaining the risk. 


This organization made, as far as 
is known, the best record for 
growth in the shoe industry. In 


30 MEN ON THE ROAD 
The one in your State will gladly call if 
you say so. He will show over 100 
models for special make-up, representing 
the finest interpretation of present style 
tendencies. e’s ready when you are. 


BRANCH IN 


PITTSBURGH 
FACTORY | 


but eight years the capacity out- 
put went from 600 to 7500 pairs a 


day. 


Today while it is known that 
business has fallen in pairs, we are 
operating at by far the greatest 
extent in Brockton. No shut- 
downs bothered us; no big drop 
was experienced in sales. 


Day in and day out, we make and 
deliver shoes that are standard 
Brockton, and a little more. The 
price we ask in our grades has 
never run second to any one. On 
top of all, an individualized finish- 
ing process gives our goods the 
appearance of those that bring 
dollars more. 


9000 regular patrons are feasting 
on this service. If you want to 
buy and rest easy, let us show you 
how and what. 


135 STYLES NOW IN STOCK 


Men’s, women’s and boys’ welts are 
ready for rush needs on a day to day 
shipping plan. We'll gladly send sam- 
ples prepaid, figuring that it’s the surest 
way to bring home the value we talk 
about. 
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Diamond Shoe? 


HOME OFFICE STOCKHOUSE = SALES ROOMS 
196 CHURCH STREET, NEW YORK CITY 


BOSTON OFFICE 207 ESSEX STREET 





MONTELLO city OF 
BROCKTON 


BROCKTON 
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HE outstanding feature of the fall and winter season will undoubtedly be the 
wearing of sensibly built footwear by young women. All indications point 
that way and shoe buyers all over the country are placing orders for misses’ 

shoes—solidly made and reasonably priced. 

We make misses’ shoes here in Harrisburg which are salable at all seasons of the year. The dealer 
who stocks our footwear knows our entire organization is working together with one object in 
view—to build shoes of honest material—which can be sold at a price which always insures a 
ready market. 

Dull periods mean slowing down of production. The workers in our factory realize the fewer motions 


they waste the quicker the shoes are made—the more economically they can be produced—and, 
what is most important to you, the selling value is higher—and the actual sales price is lower. 


The trade-mark shown above on a carton is a business builder! Make it a special point today to 
ask us why our shoes will please your customers or, better still, if you are in Harrisburg call upon 
us—at your convenience. 


Ghe Rarrishurg Shoe Mig. Go. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSZS SHOES CHILDRENS SHOES 
OF VALUE 
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Genuine Fat Baby, Vici Pat. 
Tip, Button, Turn 


No. 7127—2 to 5. No Heel 
$2.00 


The Vacation 
Period Is Over 


Young folks have come back from the sea- 
shore and the country—fresh and keen 
again. 


Naturally they are in the market for shoes 
to replace the ones worn out during the 
strenuous vacation time. We have made 
some very radical price reductions to ena- 
ble you to sell the 3W’s Lenox line easily 


and quickly. 


Note these prices carefully. Compare 
them with previous figures. Then couple 
the known salability of the 3W’s Lenox 
with these figures shown here and you will 
realize you are getting a real buy! 


Best order immediately, as your trade needs 
shoes now and our stock will rapidly be de- 
pleted to meet the demand! 


Weimer, Wright & Watkin Co. 


Manufacturers 


STOCK DEPARTMENT 
Philadelphia, Pa., 35 South Second Street 


New York, Bush Terminal Sales Building 
42nd and Broadway 


CHILDREN’S TURNS ON OUR 
POPULAR PEGGY LAST 
Patent Chrome, Dull Top, Plain Toe 
No. 7504—3 to 8. Wed TT er 

No. 7505—1 to 4. No. 
Black Kid, Dull Top, Plain Toe 


No. 7558—3 to 8 
No. 7559—1 to 4 


Tan Vici Pony, Tip, Lace, Lenox 
Last, McKay 


No. 7800—1114 to 2 
Se 7801—84 7 il 


Tan Side, a Cut, Tip, Lace, 
Lenox, McKay 
No. 7815—11% to 2 
. 7316—8}% to 11 
. T317—5 to 8 























MEN'S QUALITY WELTS 
FALL STYLES#O 


OU will find Pennington Welts coming up to your 
every expectation. The colors are rich and uni- 
form; the uppers are clean and smooth, with no briar 
marks or scratches; while every shoe carries a real, 
long-wearing sole of the best tannage. Dollar for 
dollar, shoe for shoe, you'll find your best bet this 
coming season is this popular priced, fair deal line of 
Pennington Welts for Men. 





Golden Brown Kid 
Havana Brown Kid 
Black Kid 
Brown Kid 
Black Kid 
Black Kid 
Mahogany Calf.......... 
Rebed: CAS 53 55.55.85 aes 
Nearly 100% of Our Orders Wine Calf 
Call for Goodyear Wing Nut Brown Calf 
Foot Rubber Heels 


PENNINGTON-CROWELL SHOE CO. 
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MEN'S QUALITY WELT 
ON THE FLOOR 


Li Sopocbe merchants will find that a well-equipped 

stock department is going to be their best 
friend this coming season. In our stock are the 
latest styles, made in every desirable leather over 
lasts that are brand new—shoes that men will buy 
because the style is right, the quality present and 
accounted for, and the price fair. 


Write us your needs for immediate shoes and get our 
figures 


Mahogany Calf..... 
Mahogany............... 
ne) ee Dr ee 
BOOMOGOMS< «040.5 ikea 
SO Lb ar ee ae 
Com Voake 3 605 isa 
Gun Metal 

Gun Metal 

Russia Calf.............. 
Russia Calf .............. 
POE ee ee 


Nearly 100% of Our Orders 
Call for Goodyear Wing 
Foot Rubber Heels 


‘or men's quauty wets’ MANCHESTER, N. H. 
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An Unusual Feature 
In Felt Slippers 


4 Mark of Real Advancement 


You have become accustomed to the lack of progress in the 
manufacture of felt slippers. Of course small improvements 
* have been made by a few truly progressive firms. These 
improvements have been taken up and adopted by the 


trade in general. 


But now comes an important feature advanced by 


Novelty Slipper Co. 


MANUFACTURERS OF ORIGINAL NOVELTIES 
IN FELT FOOTWEAR FOR WOMEN, MISSES, 
CHILDREN, INFANTS, MEN AND BOYS, 
FOR THE JOBBING TRADE ONLY 


which adds untold wearing value and as well real solid com- 
fort to felt slipper wearers. This feature—the manufacture 
of a new sole, firm, flexible and lasting; and as well, soft, 
pliable and easy to the feet, cannot be adequately described; 
it must be seen to be appreciated. 


473 Broadway 
New York City 
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Courage—In Spring Styles 


UR faith in the activities of next Spring’s retail 
shoe business is unlimited. Our production of 
strong, new-style ideas for next Spring’s Bates 

shoes is the proof.” 


Bates dealers, old and new, will find in our Spring 
samples, now being shown by Bates salesmen, style 
effects far above the ordinary and commonplace. Our 
courage in selecting shapes and leathers is going to be 
a profitable investment. 

The same indorsement that led one of Boston’s most 
famous high-grade shoe stores to become a Bates dis- 


tributor three weeks ago is already coming to our 
Spring 1921 line, via our traveling men. 


You Should Have the New Bates Fall In-Stock Catalogue 


A. J. BATES COMPANY 


Central Distributing House 


33 SOUTH WELLS ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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ratory BOYS’ FINE SHOES 


Abington, Mass. 
IN STOCK 
South Shore Made—High Grade Lasts and Patterns 
‘Standardized Styles 


Stock Service Only 





A High Grade English 
2 Lasts A Medium Broad Toe 


pease: 
2 Patterns 4 Gnd Bech 


A High Grade Rus- 
2 Leather S sia Calf, A High 
Grade Gun Metal Veal. 


14 Tron Fine Oak Soles—5 Iron Insoles (no 
gems), Leather Heels, ‘“Red-Line-In” 
Linings. 
: BUILT UP, NOT TORN DOWN 
Style 100—Russia Calf Bal, Style 102—Russia Calf Blu- 


Price $5.50 E. S, T O R R E y cher, B-D Price $5.50 


Style 101—Gun Veal Bal, B-D Style 103—Gun Veal Blucher, 
35.23 10HIGHST. BOSTON, MASS. BD~ mn Price $5.25. 






































<n 5- Announcing 


the new Fall and 
Spring samples which 


our salesmen are now 


showing. 








Knox Shoe Company 


Russia Calf Bal, - 
Goodyear Wing- Milford, Mass. 
foot Heels. 


Longfellow Last E. S. TORREY 
10 High St., Boston 

































































24 Hour Stock Service 


SAN FRANCISCO CHICAGO 
770 Mission St. Thru 34S. Wells St. 


PITTSBURG DALLAS 
134 9th Street 1003 Commerce St. 


6 Stock Depts. 


PHILADELPHIA 
4th and Commerce Sts. 
Master Stock Dept. at Factory, Newburyport 


On or before October Ist we shall open a stock depart- 
ment in the above-named cities, which will carry com- 
plete stocks of 
Our Regular Factory Stock Styles 
At Factory Prices 


By means of these depots we shall help you to elim- 
inate transportation troubles—and practically place 
at your elbow an over-night shipment service. 


All Shoes Shipped F. O. B. the 
Local Department 


thus eliminating the greater part of your freight and 
express charges. 


All Shoes Same Quality as Our 
Made-To-Order Styles 


New styles will be added from time to time as 
demand for them develops. The shoes will be so 
priced that you can retail them profitably at $10 and 
$12 per pair. 


For further information, prices, catalog, etc., 
address the depot nearest you or 


Allied Shoe Company 


She 
Ss. Newburyport ; Mass. 
io igh So | Shoe ; 


Boston 
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Copyright 1920, by The Goodyear Tire & Rubber Co. 


OER ema teste 


POSS wethington 
_ 
oe - 


WATERPROOF 


ee 





MES. Me Ran) CTE ET 
ORR BEF 10g, dl 


» 
SLOG ON ALS OIE 
aN ee ee ee 
rad oS 


at dees: 
fotete-age 
Bal sanety 


DURABLE 


0 Rae ae emanate ae gee ne 





9996 Pairs Out of 10,000- 
NeOdlin’s Record of Satisfaction 





When you are asked what kind of service may 
reasonably be expected from shoes made with 
Goodyear-guaranteed NeOlin Soles, you can refer 
confidently to the following report: ? 


In the first six months of 1920, the adjustments 
made under the Goodyear guaranty plan were 
exactly .00036, or less than four pairsin 10,000. In 
other words, during these six months, 99 96-100% 
‘of all the Nedlin Soles sold as bottom equipment 
on the shoes of the Nedlin Service Line, demon- 
strated to their wearers’ satisfaction that they are 
comfortable, waterproof and long-wearing. 


If you wish to stock this profitable line of mod- 
erately priced, good shoes, Goodyear will be 
glad to advise you direct as to where you can ob- 
tain Men’s, Women’s, Boys’, Growing Girls’ and 
Children’s Service Shoes made with these Nedlin 
Soles, uniformly applied and Goodyear guaranteed. 


* THe Goopvear Tire & RuspBerR COMPANY 
Offices Throughout the World 


Goodyear Wingfoot Heelsare the guaranteed walking mates of guaranteed 
Nedlin Soles. They’re so good that more than eighty per cent of all 
shoes made in this country with branded heels are fitted with them 
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Reducing the 
Retail Shoe Business 
to a Science 


The science of retailing shoes is the knowledge of proven 
methods. 


It Is Known 


—that the greater the turnover, the larger the net profit. 


—that the more compact the stock, the greater is the oppor- 
tunity for turnover. 


—that branded merchandise (implying the maker’s guarantee) 
outsells plain, unknown merchandise. 


—that the amount of capital necessary to maintain a stock of 
branded shoes is comparatively small. 


—that stock shoes made to fulfill all the requirements as to 
workmanship, materials and style demanded by an educated 
public are the safest and most profitable shoes for the retailer. 


—that the boots and shoes made in great variety by Rice & 
Hutchins for men, women and children conform to every 
requirement exacted by both consumer and retailer. 


—that the merchandising policy of Rice & Hutchins in main- 
taining centrally located distributing houses minimizes, trans- 
portation difficulties. 


—that thousands of successful retailers recognize these basic 
truths underlying the science of retailing shoes and apply them. 


—that the magnitude of Rice & Hutchins’ business is the direct 
result of years of co-operation with satisfied shoe retailers. 


RICE & HUTCHINS, Inc. 


10 High Street, Boston, U. S. A. 




















